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SPRINGFIELD Bam. 
FORCES ANNEX ISSUE 


Appoints Second Representative at 

Buffalo in Violation of Sole 
Agency Rule. 

ACT. 


BUFFALO BOARD 


Methods of Procedure Open to Latter 
Body—Managers and Agents 
Keenly Interested. 


MUST 


Tired of the discrimination practiced 
against it in the matter of local agency 
representation by companies maintain- 
ing underwriters agencies, the Spring- 
field Fire and Marine has determined 
' to force the issue, and to that end has 
_ appointed a second representative at 
Buffalo in violation of the sole agency 
rule heretofore stringently enforced so 
far as companies without annexes were 
concerned, in that city. 
The Buffalo Association of Fire Un- 
derwriters is one of the four indepen- 
' dent governing organizations of its kind 
"in New York, the other three being 
the Underwriters Association of New 
| York State, New York Fire Insurance 
® Exchange and the Suburban Fire In- 
"surance Exchange. 
» So far as they do nct conflict with 
‘the State laws, the Buffalo association 
Sis free to formulate its own rules and 
“provide means 
/One of the cardinal planks in its agree- 
“ment has been that providing for sole | 
gency representation. When in No-| 
Yember, 1912, a large number of East- | 
@mn Union companies in deference to 
ithe restricted agency requirement can- 
@elled such additional offices as had 
previously been maintained. No little 
peling was created through the action 
of underwriters agencies in pouncing 
mpon the openings thus afforded, and 
ecuring preimium incomes which had 
ken years to build up. 

> Companies without underwriters 
Bgencies felt that they were piaced at 
“disadvantage in competition with of- 
ices having attachments, and now the | 
pringfield has thrown down the gage | 
battle, and is willing to fight and 
ght hard for what it claims is its 

Tight. 

' For years the Springfield has been 
presented by Gurney & Overturf, who 

e also agents for the Atlas, German 

liance and several other companies. 

has now given its commission and 
pplies to Tiernon, Dann and Com- 
hy, a strong office and one that is 
snerally recognized as unusually ag- 





for their enforcement. | 





essive and successful in getting bus- 


ess. : 
| 


Up to Local Board. 


As the dual appointment clearly vio- | 
es the sole agency rule of the Buff- | 


0 Association that body must deal 


th the situation. 


Two methods of | 


Ding this are provided by the local | 


bard rules; ist, the attention of 


Hernon, Dann & Company will be 4ai-| 


(Continued on page 12.) 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


An agent who delivers the best indemnity in the 
market, at the same price as other kinds not so 
sure in event of calamity, is in a position to 
attract, retain, and increase the business of his 


ofice. THINK IT OVER. 























North British 


and Mercantile 


1866 


Insurance Co. 


Established 1809 


. 





Since 1866, when the North British & Mercantile entered the United | 


States, 1,833 Fire Insurance Companies have failed or retired 








Liability Accident 


Fidelity and Disability 
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GROWTH OF MONTHLY 
INCOME CONTRACTS 


Absolute Protection Provided—No 
Chance for Sharks—Unwise 
Investments Prevented. 


ASSURED BECOMES EXECUTOR, 


Forestalis Delay in Settlement—will 
Contest—Probate and Other 
Legal Expenses. 


In their mission of service to their 
clients, life insurance salesmen recog- 
nize more and more the real advan- 
tages presented in the Monthly Income 
Contracts offered by the various com- 
| panies, to the end that that form 
| insurance protection growing 
leaps and bounds. 

Thinking Men Interested. 

Although he may not admit it to a 
life insurance salesman, it is a fact 
that any thinking man is interested in 
a proposition which will provide a cer- 
tain guaranteed income for his family 
or for his own old age, that will be 
safe beyond any business hazard. It 
is a fact also that few men realize 
that life insurance service can accom- 
plish this very thing for them. Under 
a monthly income cy all chance or 
hazard is removed and the beneficiary 
is guaranteed an income for a certain 
number of years, or for life, regardless 
of what may happen to the balance 
of the estate, besides, certain provision 
can be made under the same policy 
for an income to be insured duri 
| cld age 


of 
by 


is 


ng 


Reasons for Advantages. 

There many pertinent reasons 
for presenting to a prospective pur 
| chaser of insurance a policy calling for 
settlement under the monthly income 
plan. In the first place the point is 
made that under a life insurance policy, 
payable to a certain beneficiary there 
j}can be no delay in settlement, is 
| often the under a will 

Life insurance offers the one 
| way in which to settle an estate 
}are no attorney fees or costs to eat 
; up part of the principal. The insured 
can guard against foolish or ill-advised 
investments on the part of his ben- 
eficiary by providing that one of the 

valuable special settlement options 
— be binding on such beneficiary. 

A definite income may thus be insured 
| If desired, a part of the proceeds may 
be made payable as a single sum to 
meet immediate expenses and a part as 
an income. 

Individual Don’t Suffer. 

insurance is based on the 
| of average. Under the income plan the 
beneficiaries receive the benefit of this 
law since the failure of one investment 
of the life insurance company’s many 
investments has little effect on the in- 
dividual, whereas the failure of one 
personal investment may wipe out 
everything The income under a life 
insurance policy is not subject to fluc- 
tuations due to local conditicns, 
money stringency, because it 
investments throughout the 


are 


as 
case 
efficient 
There 


Life law 


or sec- 
is 


secured by 


Money Paid Direct. 

Under a life insurance policy the 
di- 
here 


rectly to the named beneficiary. 
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is no burden of reinvestment which, 
in the case of the ordinary estate, is 
usually handled more or less by un- 
skilled persons, unless the estate is ad- 
ministered by a trust company. A trust 
company, however, invests the money 
for the beneficiary and she (for it is 
most often a woman), gets the interest 
which that particular bond or mort- 
gage earns and not the average inter- 
est earned by the company. Her in- 
come may be more than the average 
or it may be less than the average 
earned by the trust company. Further- 
more, the net return on investments 
with trust companies, is reduced be- 
cause of charges for expenses, etc. As 
a rule, also, there is no guaranteed 
interest. If the interest on q mortgage 
is not paid and the property is fore- 
closed and sold at a sacrifice, the in- 
vestor and not the trust company 
loses. A life insurance company, on 
the other hand, is just as liable for 
the payment of every penny under its 
settlement options as it is liable for 
the payment in one sum of any death 
claim. 


Cannot Sell Income. 

The insured under a life insurance 
policy can so arrange matters that the 
beneficiary cannot sell or hypothecate 
the income. Wives, who are the usual 
beneficiaries under life insurance poli- 


cies when they become claims, are 
often because of bereavement in no 
fit mental condition to judge whether 


or not a suggested investment is safe. 
A life insurance policy made payable 
under one of the income options re- 
lieves the beneficiary of this anxiety. 
It is significant that the United States 
Government officials estimate that mil- 
lions of dollars are lost annually by in- 
vestors in fraudulent enterprises. 
Covers Indefinite Period. 

Under a life insurance policy a mini- 
mum: income may be guaranteed for 
twenty or thirty years, or even for 
the life of the beneficiary, if desired. 
Such an income is free from all claims 
which may arise in the settling of an 
estate because it does not become a 
part of the estate. Furthermore, no 
legal advice is necessary. The insured 
may so arrange matters that his ben- 
eficiary will have no occasion to call 
on a lawyer relative to the settlement 
of the insurance. There is no liability 
of any default in annual payments. The 
law of average again comes in here, 
for the entire assets of the company 
are pehind each policy or income cer- 
tificate. If perchance the income is 
used unwisely by the beneficiary one 
year or one month, the next instalment 
and future ones may be depended upon. 

No Foreclosure Proceedings. 


As opposed to an individual mort- 
gage, settlement under one of the 
Income options is most desirable for 
nu foreclosure proceedings can become 
recessary under any circumstnces. AS 
opposed to real estate, settlement under 
an income option is preferable because 
there can be no worry over such ques- 
tions as keeping property profitably 


tenanted or repaired. Furthermore, 


there is no depreciation in valve as is 

general in the case of real estate. No 

company reorganization can possibly 

make the.income certificate void. 
Cannot Take Chance. 

It hag been said that Mr. John B. 
Gates, stated that in his operations, 
success came with guessing right three 
times out of five. A man with an in- 
come from a business under some 
circumstances, might be justified in 
taking such a chance. A widow, how- 
ever, cannot afford to take any chance. 
The income options of a life insurance 
policy eliminate chance. There is no 
need to compel her to make financial 
provision for herself when such a plan 
as that offered is available. It is not 
possible under such a plan for the 
beneficiary to loan the principal on 
doubtful security. 

Provision for Children 

The income may be arranged in such 
a way that even if husband and wife 
should both die the payments would 
oe guaranteed until the youngest child 
had reached majority. This might mean 
a completed education. A man may 
leave money to his wife and children 
but since he cannot leave them his ex- 
perience with which to take care of 
this money so that it will take care 
of them, the one safe thing for him to 
do is to purchase a contract with a 
suaranteed monthly income settlement 
ciause. 

Should Figure on Income 

It is easier for a man to come to a 
correct conclusion regarding the 
amount of insurance he should carry 
if he can figure it on the basis of 
monthly or annual income rather than 
on the basis of principal. Unfortu- 
nately, perhaps, the American is prone 
io figure his worth in terms of prin- 
cipal rather than income. It is sig- 
rificant, however, that life insurance 
men generally select income forms of 
insurance for themselves. 

Beneficiary beyond Question 

Finally, it should be remembered that 
life insurance, when payable to a 
stated beneficiary absolutely without 
the right to change the beneficiary 
cannot be questioned in any way in 
any State of the United States, either 
by a contest of a will or by legal dif- 
ficulties in later years. No Probate 
Court or Orphans’ Court litigation is 
possible. The proceeds under a life in- 
surance policy are not inherited, but 
are paid to the beneficiary by the com- 
tany in fulfillment of an absolute and 
biading contract. 





GENERAL AGENCY APPOINTMENTS 








Equitable Life of lowa Places Men 
In New Jersey, Ohio and 
Michigan. 





Recent general agency appointments 
made by the Equitable Life of Iowa 
include the following. 

Joseph H. Bissell, general agent tor | 
Bergen, Passaic and Sussex counties, 
New Jersey, with headquarters at Pat-| 


erson. Mr. Bissell is an energetic 
chap, and has an excellent standing 
among business men in Northern New 
Jersey. 

Cuthbert & Tatem, general agents 
for six counties in Southern New Jersey, 
with headquarters at Camden. These 
are both new men in the life insurance 
business. 

George H. Stone and E. H. Johnston, 
doing business under the firm name 
of Johnston & Stone, general agents 
at Youngstown, Ohio. 

Frederick M. Steinbauer has been ap- 
pointed general agent at Detroit, Mich., 
succeeding T. E. Mitchell. The latter 
continuing in the agency as a solicitor, 





HAS BIG JUNE. 

The Western States Life of San Fran- 
cisco had the best month during 1914 
in June when their production ran 
over $800,000. Of this amount the 
cash premium was collected on about 
$600,000. Mighty creditable work. 


SECURES HOME OFFICE 





United States Annuity & Life of Chic. 
ago Buys Gibbons Building on 
East Jackson Boulevard 





Falling in line with other Chicago 
companies the United States Annuity & 
Life Insurance Co., recently purchased 
the sixteen-story Gibbons Building lo- 
cated at 18-20 East Jackson Boulevard 
for home office purposes. The building 
is admirably suited for the headquart- 
ers of the company, and owing to the 
type of construction and location of 
the building, it should prove a profit- 
able investment. 

The officers of the United States An- 
nuity & Life are Henry A. Salzer; Pre- 
sident, Clair E. More, Vice-President, 
William T. Smith, Secretary & Treas- 
or, James H. Stowell, Medical Director 


and Bulkley, Gray & Moore General 
Counsel. 





The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





ELEVEN MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection of 
Policyholders 





1231 State 


Good Territory and Remunerative Contracts for Men Who Can 
‘Do Things ’’ 


Address CHARLES F. COFFIN, Vice President 


Life Building 








DEM 
DALLAS 
FrWORTH S 


. 
TEX ARK ANAS 


THE 
BIG 


TEXAS “GREAT 





Dec. 31,1913 1,500,8 


GREAT SOUTHERN 


Life Insurance Company 


fortis J- 5. RICE, President 


COMMENCED BUSINESS NOVEMBER 1, 1909 


GROSS ASSETS -for is) 
Dec. 3, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 


OUR RECORD 





INSURANCE IN FORCE 
i basi 


35.10 23,650,512.00 








F OR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President 


HOUSTON, TEXAS 











ASSETS, JANUARY 1, 1914 
LIABILITIES 


NEW INSURANCE, 1913 PAID FOR 
INSURANCE IN FORCE (PAID FOR BASIS) 


The Germania Life Insurance Company 


OF NEW YORK 


ESTABLISHED 1860 


$49,748, 
43,230, 


$20,289, 
146,537, 


Germania policies are plain business-like contracts framed to suit the needs and circumstances of the people and contain the most up-to- date features. 
The age, experience, strength and liberality of the Germania Life make it the Ideal Company for the capable agent. 


For Direct Agency Contracts in desirable territory 


Address Home Office, 50 UNION SQUARE, NEW YORK CITY 


$ 6,518, 


862 
677 


185 


565 
632 
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PRUDENTIAL $100,000 LEAGUE 


IN NEWARK 





HOLDS CONVENTION 





Officers of Company, Supts. La 
Monte, New Jersey and Hasbrouck, 


New York, Speak. 





The annual convention of the Pru- 
dential Insurance Company’s Ordinary 
Agencies $100,000 League convened at 
the home office in Newark yesterday. 
with 133 delegates in attendance. The 
pusiness sessions of the convention will 
conclude tonight with a dinner in the 
Astor Gallery of the Waldorf-Astoria 
Hotel in New York city, while Friday 
will be given over to the visiting dele- 
gates to go as they please. 

Sixth Annual Meeting 

This is the sixth annual meeting of 
the Prudential $100,000 League, pre- 
vious meetings having been held at 
Washington, D. C., in 1909; New Or- 
leans, 1910; St. Augustine, Florida, 
1911; Colorado Springs, Colorado, 1912; 
and Quebec, Canada, 1913. The dele- 
gates to this year’s convention include 
members of the Company’s ordinary 
field staff, managers, district mana- 
gers, city superintendents of ordinary 
agencies, and special ordinary agents, 
from nearly every State in the Union. 


Officers of League. 


Membership in the League is held 
by the leading representatives of the 
Company in the Ordinary Department 
throughout the United States, and the 
officers are as follows: 

President, Edmund S. Rowland, 
manager and senior member of the 
frm of Rowland & Wilson, of St. 
Louis, Mo., the leading ordinary agency 
of the company in the entire field. Mr. 
Rowland is related to former Secretary 
of the Interior, David R. Francis, presi- 
dent of the World’s Fair and is one of 
the most prominent life insurance men 
in the West. Mr. William F. Woods, 
of Shreveport, La., first vice president 
of the league had the distinction last 
year of individually writing more new 
paid for life insurance than any other 
agent of the company. The second vice 
president is Mr. William B. Allen, of 
Richmond, the company’s manager for 
Virginia who qualified the second larg- 
est number of successful special agents 
in the company. John C. Anderson, 
also of Virginia, is the third vice-presi- 
dent and in 1913 insured the greatest 
number of lives in the ordinary depart- 
ment among the special agents of the 
company. The fourth vice-president is 
Mr. Robert C. Newman, superintendent 
of agents under Rowland & Wilson in 
St. Louis, also a great personal pro- 
ducer of new business. 

Business Matters Discussed 

At the convention, matters pertain- 
ing to the company’s business will be 
taken up for consideration. The first 
assemblage of all the delegates will 
be held on Wednesday afternoon at 2 
o'clock in the Assembly room, tenth 
iioor Prudential North building with Mr. 


Edward D. Duffield, fourth vice-presi- 
dent and general solicitor of the com- 
pany in the chair. 
Company Officials Speak 

Addresses on business topics of in- 
terest to the delegates will be made by 
the following officers of the company, 
John K. Gore, vice-president and ac- 
tuary, Edward Gray, third vice-presi- 
dent Mr. Duffield, Willard I. Hamilton, 
secretary, George B. Speer, assistant 
secretary and Fred W. Tasney, super- 
visor. Some of the delegates will talk 
of field experiences in life insurance 
work. 

Wednesday Evening Dinner 

At six o’clock Wednesday evening, 
an informal dinner to the delegates will 
be given at the Washington, to which 
the ladies will be invited and Mr. Ed- 
ward Gray third vice-president of 
the company, will preside. A cabaret 
performance will be given by entertain- 
ers from the home office force, includ- 
ing Frederick H. Yeomans, “Lou” Noll, 
James A. Whelan, Frederick Ryan, Wil- 
liam Van Houten, William Gibbins and 
Robert L. Buchanan. 

Managers Conferences 

Thursday morning will be devoted to 
division conferences of managers only, 
in the offices of Cyrus H. Lang, man- 
ager western division ordinary agen- 
cies and Edward S. Andrews, manager 
Atlantic division ordinary agencies. The 
visitors will also be invited to attend the 
home office employes noon-day con- 
cert on Thursday, followed by luncheon 
on the eleventh floor of the Prudential 
North building. In the afternoon there 
will be a field managers’ joint meeting 
for discussions of matters pertaining to 
the advancement of the company’s bus- 
iness. 

La Monte and Hasbrouck Speak 

At the dinner in the Astor Gallery of 
the Waldorf-Astoria in New York city. 
Thursday evening, addresses will be 
made by Hon. George M. La Monte, 
Commissioner of Banking and Insur- 
ance for New Jersey; Hon. Frank G. 
Hasbrouck, Superintendent of Insur- 
ance for the State of New York and 


Mr. Arthur B. Leach, the prominent 
New York Banker. 
San Francisco in 1915 

The meeting of the League will be 

held in San Francisco in 1915. 
“ifs” for the Delegates 

If you do not know all the crowd, 
you will be able to place them if you 
remember the following points: 

The nervous men with careworn 
looks, are from the Home Office; most 
of the stout men, who look as if they 
lead easy lives, are Managers; those 
polite fellows, with natty clothes, are 
District Managers; and the men with 
happy expressions, as if they owned 
the earth, are Special Agents. 

If you fail to call on your Division 
Manager on arrival at Home Office, you 
will miss something that he has to 
give you. 

New York city entertains and accom- 
modates several hundred thousand vis- 
itors daily; therefore, do not try to hide 

(Continued on page 6.) 


INSURES ITS BMPLOYES’ LIVES 


UNDER EQUITABLE GROUP PLAN. 








Lawrence C. Woods, of 
Negotiates Deal for the 
able Life. 


Pittsburgh 
Equit- 





The Duquesne Light Company an- 
nounces that an arrangement has been 
entered into with the Equitable Life 
Assurance Society of New York where- 
by all of its employes in service one 
year or over have been covered with 
a group policy of life insurance. 


The Greatest Group. 

The Duquesne Light Company is one 
of the affiliated enterprises comprising 
ihe Philadelphia Company, and _ to- 
gether with the insurance placed on 
the other branches, the Pittsburgh Rail- 
ways Company, Beaver Valley Traction 
Company, The Equitable Gas Company, 
etc., will constitute the largest group of 
insurance ever carried in the world. All 
the negotiations in connection with this 
business has been handled by Lawrence 
C. Woods of the Edward A. Woods 
Agency, Inc., Pittsburgh. 

Notice to Employes. 

The following letter was sent to each 
employe of the Duquesne Light Com- 
pany receiving insurance. 

To All Employes: . 

It affords us great pleasure to an- 
nounce that an arrangement has been 
made by the Duquesne Light Company 
with the Equitable Life Assurance 
Society to insure the lives of those of 
our employes who have been continu- 
cusly in the service of the company or 
its affiliated corporations one year and 
over. The premiums on this insurance 
will be paid by the Duquesne Light 
Company and the policies will be in 
force on and after July 1, 1914. 

Those employes who have been in 
the service of the company two years 
or more will be insured for an amount 
ecual to one year’s salary, payable in 
the event of death in 12 equal month- 
ly payments to any beneficiary desig- 
nated by the employe insured. 

Those employed in the service of the 
company one year and less than two 
years will be insured for an amount 
equl to one-half of one year's salary, 
payable in the event of death in 12 
equal monthly payments. 

The officers of the Duquesne Light 
Company thoroughly appreciate the 
loyalty and faithful co-operation of its 
employes and they hope that this plan 
of protection will give the employes 
added assurance of the company’s deep 
interest in them and in their families. 


No physical examination to secure 
the individual policies will be neces- 
sary. Blanks will be sent to each em- 


ploye entitled to insurance, requesting 
the name of the beneficiary and other 
information for the files of the insur- 
ance company. Each employe is urz- 


ed to promptly return these blanks, 
signed and properly filled in so that 
individual policies may be issued ard 
distributed as soon as possible. Inas- 
much as this plan of insurance is in- 
tended more especially for the rank 
and file of employes, no policy will be 
issued in excess of $2,400. Adjustments 
will be made quarterly so that those 
not in the service either one or two 
years may tnore quickly advance to the 
ful! benefits of the plan. 





UNION CENTRAL LIFE. 





Issues Ruling Preventing the Use of 
Competitive Literature—Has 
Big Six Months. 

The Union Central has passed a strin- 
gent rule against the use of competitive 
literature and hereafter neither the 
names nor statistics of other compan- 
ies will be used in any literature is- 
sued by the Company. The Company, 
during the first six months of the year, 
wrote more than $2,500,000 more than 
during the first six months last year, 
$27,690,648. 





INSURES WHOLE CLASS. 





Massachusetts Mutual Life Issues $250 
Endowment Policy to Williams 
College Students. 





An agent of the Massachusetts Mutual 


Life has insured the entire class of 
Williams College, the beneficiary of 
the policies being the college. Each 


member has taken out a twenty-five 
year endowment policy for $250. Divi- 
dends will be left with the college, and 
in case any policy defaults, the pre- 
miums will be kept up out of this fund. 





MUTUAL BENEFIT AHEAD. 





Business for June Over $1,000,000 
Larger Than Same Month 
Last Year. 


With the returns all in for June the 
Mutual Benefit life reports that the 
production for that month is well over 
$1,000,000 ahead of the same month in 
1913. In the first six months of this 
year the Company had a production of 
approximately $40,000,000, written on 
nearly 16,000 lives. This too is a 
healthy increase over the same period 
of 1913. 


HONOR DARBY A. DAY. 


Before leaving Chicago for a trip to 
the Continent with his family, Darby 
A. Day, manager for the Mutual Life 
of New York in the Windy City, was 
honored with a farewell dinner at the 
Great Northern Hotel. 

The event also celebrated the com- 
pletion of twenty-one months in which 
the Chicago agency has paid for at 
least a million dollars of insurance 
each month. 











AMERICAN CENTRAL LIFE 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 
Address 


Herbert M. Woollen, President 
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Effect in Bankruptcy of Reserving Right to Change 





| The Change of Beneficiary Clause 





When a man insures his life for the 
benefit of wife and children, or other 
beneficiaries, he should consider wheth- 
er creditors can levy on the policy 
in the event of future financial dis- 
aster to himself. It is a complicated 
question, the answers to which will 
vary in different States according to 
local laws and local court decisions. 
Most cases, in which the question has 
been passed upon by the courts, have 
arisen in bankruptcy proceedings. The 
bankruptcy act provides that the 
Federal courts shall apply State laws 
in considering exemptions. That is, 
if the policy under the laws of a par- 
ticular State would be exempt from 
the claims of creditors, the trustee in 
bankruptcy would have no claim upon it. 

Under the Bankruptcy Act of 1898, 
all property owned by the bankrupt 
which, prior to the filing of the peti- 
tion in bankruptcy, he might have sold 
or transferred, or which could have 
been levied upon and sold for the 
benefit of creditors, goes to the trustee 
in bankruptcy, unless such property is 
exempt under the laws of the State 
then in force; but it is provided that 
when the bankrupt has a life insurance 
policy which contains a stated sur- 
render value payable to himself, to his 
estate or to his personal representa- 
tives, he may pay the amount of such 
value to the trustee in bankruptcy, or 
may secure its payment by others, and 
retain the policy free from the claims 
of creditors. If this is not done, the 
policy will go to the trustee, who may 
surrender it for its cash value. If the 
insured should die in the meantime, 
the trustee in bankruptcy would collect 
the entire proceeds of the policy. 

Note carefully that these provisions 
of the National Bankruptcy Act apply 
to all life insurance policies which are 
not specifically exempt under existing 
State laws. In a majority of the States, 
a policy payable to the insured himself, 
to his estate, or to his personal rep- 
resentatives, is not exempt from claims 
of creditors. It should be known also 
that when the insured reserves in his 
policy the right to change the ben- 
efficiary, the effect will be to make 
the policy virtually payable to the in- 
sured himself; for he can assign or 
dispose of it at will by simply nam- 
ing a new beneficiary in place of the 
one originally named in the contract. 
This power of sale or assignment ren- 
ders the policy subject to claims of 
creditors in the event of bankruptcy 
or insolvency. 

The United States Circuit Court of 
Appeals for the Eighth Circuit, includ- 
ing the States of Minnesota, Wyoming, 
Kansas, Missouri, Arkansas, Colorado, 
Iowa, Nebraska, North Dakota, South 
Dakota, Oklahoma and Utah, hold that 
a policy which authorizes the bankrupt 
to change the beneficiary at will is 
property which he might have trans- 
ferred or sold and as such it passes 
to the trustee in bankruptcy; but if 
the policy has a cash surrender value 
it may be released by payment of the 
amount to the trustee, as explained 
above. 

The United States Court of Appeals 
for the Second Circuit, embracing tne 
States of New York, Connecticut ahd 
Vermont, has held in the same way. 

The courts have further held, prac- 
tically without exception, that any 
contingent rights which the insured 
may have in a policy will go to the 
trustee in bankruptcy. For exampie; 
the policy may be payable to a spe- 
cific beneficiary, perhaps without right 
of substitution, but with the provision 
that, if the beneficiary dies before the 
insured, the policy shall thereupon be- 
come payable at maturity to the in- 
sured himself or to his estate. This 
right of the insured to possession ot 


the policy, if the beneficiary dies be- 
fore he does, is a right which goes 
to the trustee in bankruptcy, the policy 
in that case becoming the property ot 
the trustee the same ag if it had been 
originally payable to the estate of the 
insured. This danger may be averted 
by naming a contingent beneficiary or 
beneficiaries to be substituted in case 
the first named beneficiary dies before 
the insured. 

Although the decisions of the Circuit 
Court of Appeals of one circuit are 
not binding upon another, they are 
quite likely to be followed by other 
circuits. In all probability the ques- 
tion will be passed upon by the Su- 
preme Court of the United States be- 
fore a great while, and the law will 
then be settled. In the meantime, 
if the ins@red desires to make his 
policy exempt from creditors in any 
and all contingencies, the better plan 
would be not to reserve the right to 
change the beneficiary. The agent 
when taking an application should 
never fail to explain this matter fully 
to the applicant. In this connection 
it may be noted that the policies of 
several companies, instead of giving 
the insured the option to reserve the 
right to change the beneficiary or not, 
provide at once that he shall have 
that right. Such policies would not 
be exempt in case of bankruptcy, un- 
less especially exempted by State laws, 
but would go to the trustee the same 
as when the right has been specifically 
reserved by the insured. 





READING MUTUAL AFTERMATH. 
Efforts Made in Court to Squash Indict- 
ments for Conspiracy—Decision 
August 10th. 





Appearing in the effort to quash the 
indictments against ten defendants, 
among then several prominent business 
men and bankers in various parts of the 
East, charging them with a conspiracy, 
in which investors in the Corporation 
Funding and Finance Cv., the Reading 
Mutual Life Insurance Co., and the 
Reading Life Insurance Co., were de- 
frauded out of about $736,000, took 
place in Berks Count? Pennsylvania 
Court last week, and a decision will be 
rendered on August 10. 

The defendants are David W. Roth- 
ensies, Delphi, N. Y.; Frederick G. An- 
derson, Philadelphia; E. S. Snyder, 
Lancaster; Charles A. Stephens, Phila- 
delphia; Edward J. Thomas, Lans- 
ford; John W. Levengood, Jersey 
Shore; William E. Fisher, Reading; 
James Mackeller, Hazleton; John W. 
Pratt, and Eugene T. Carpenter, Phila- 
delphia. 

The bill of indictment was presented 
to the grand jury on June 9, 1913, by 
the district attorney with permission 
of the court and a true bill was im- 
mediately returned upon evidence 
submitted by John C. McGinnis, who 
has been appointed receiver for the 
insurance companies mentioned. 


The motion to quash was made 
chiefly on the ground that the prose- 
cution had not been made before a 
committing magistrate, which would 
have resulted in a hearing permitting 
the defendants to ascertain the evi- 
dence against them. It was also con- 
tended that the prosecution was 
brought to satisfy some private inter- 
ests. It is said that several of the de- 
fendants invested more than $100,000 
in the enterprises. 





Geza Dorfler, cashier of the Budapest 
branch of the Mutual Life, has disap- 
peared and a cable to the New York 
“Sun” says that he is a defaulter to 
the extent of $18,000. No corroboration 
of the defalcation has been received 


CONTINUOUS INSTALLMENT 


DESCRIPTION OF SETTLEMENT. 








Unique Letter Written to Friend Seek- 
ing Advice in Connection With 
Matter. 





The Mutual Life Insurance Company 
of New York has recently sent to all 
policyholders notice that the privilege 
of receiving the proceeds of a policy 
at maturity in continuous instalments 
for a period of 20 years and as much 
longer as the beneficiary may live, or 
of leaving the money with the Com- 
pany at interest payable yearly, is to 
be extended to all policies in force of 
$1,000 or more, which by their present 
terms are payable in a lump sum. The 
Company has recently received from 
a policyholder the following letter, re- 
ferring to this proposed method of 
settlement: , 
“Stanley’s Dancing Pavilion, 

Akron, Ohio, June 4, 1914. 
The Mutual Life Insurance 
Company of New York, 

Gentlemen:—Some time since I re- 
ceived from your representative a copv 
of your Modes of Settlement. Being 
a trifle dense, I wrote to a friend, wno 
has had a great deal of experience, to 
explain this to me. I am sending you 
a copy of his reply. I thought it was 
clever. Anyway it made it plain to me. 

Yours very truly, 
E. M. STANLEY.” 

The enclosure referred to in the 
above letter reads as follows: 

“These forms of settlement make a 
safe investment for the money after 
the old man has taken his flight and 
can’t come back to warn the bunch 
that they are exceeding the speed 
limit. It frequently happens that after 
the old man has sweat blood for fifty 
years or more and has denied himself 
everything on earth that he wanted, 
has practiced the strictest economy, 
has passed up all the joys and saved 
a wad of fifty or sixty thousand dollars, 
seme doleful night when the wind is 
howling, the poor oid scout slips a 
ecg in his works ‘that no plumber 
can fix.’ The next day they put a 
bunch of sweet peas in his hand, as 
a loving tribute to the amount of dough 
he has saved—not made, just saved. In 
about a week a son-in-law or two step 
in and advise ‘Ma’ what to do with 
the insurance money, and if ‘Ma’ isn’t 
pretty worldly wise, Mr. Son-in-law has 
her fall for a limousine or a racing 
‘Six’ and all the trimmings. In about 
a year the records show that ‘Ma’ has 
a lot of worthless mining stock cer- 
tificates with gilt edge margins that 
some enterprising friend has induced 
her to buy as they promised such big 
returns. It don’t take long to kick the 
life out of the poor old man’s savings, 
and ‘Ma’ finds it necessary to hang 
cut a sign, ‘Plain Sewing,’ all of which 
might have been prevented had the 
old man made the provision (before 
he grabbed the bunch of sweet peas) 
to have the proceeds of the policy paid 
in annual instalments, instead of one 
lump sum,” 





FEDERAL LIFE’S AGENTS. 


On August 13-14 and 15 the clans of 
the Federal Life will gather at the 
home office for their annual meeting. 
The Federal fieldmen look forward with 
much pleasure to their return to Presi- 
dent Hamilton’s storehouse for a new 
supply of amunition each year, and this 
meeting is expected to be the best ever. 





HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 
just been issued shows the Company to 
be in splendid condition in every re- 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently managed, 
its claims under its policies promptly 
peuied, and its policyholders treated 
airly. 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
greater than in 1909 and the insurance in 
force having increased from $92,532,533 in 
the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








A Word to the Wise is 
Sufficient 


Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD S. SUTPHEN, 
Director of Agencies 


W.C. BALDWIN, 
President 














You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 
ll 





Several pi of t terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 














by the home office of the company. 


W. D. Wyman, President 





New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Ine. 1851 


Attractive literature 
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WHAT A NEW AGENT NEEDS TO KNOW 


By Robt. M. McGee, Special Agent Provident Life & Trust Co., Pittsburgh, Pa. 








What a new man wants to know. 
Is it a canvasser’s job? Will it affect 
my social status? Is there money in 
it? Can I approach my friends with- 
out losing their friendship? 


This purports to be just what a new 
agent wants to know. Thus far as 
such I find four questions confronting 
me. While but a month or more in 
the business, I find I have a big position 
to fill, not a job. I have a great propo- 
sition to sell, not give away, or beg 
for. I find it requires a big man, a 
salesman, an expert in this line. I wish 
to emphatically state my belief that it 
is not a canvasser’s job. 

Secondly: While there seems to be 
a wrong impression as to the worth 
of an insurance agent, in looking over 
the records of insurance men, it is 
pleasing to find that they fill a promi- 
nent part in our social life. They are 
men whose character is known to be 
good and they are respected for their 
square dealing. This should be very 
gratifying to a new man. 

The third question is contingent up- 
on a man’s willingness to get out and 
hustle. In our bulletin No. 120 for 
June 22, 1914, I read an interesting 
account of statistics, showing the aver- 
age incomes for five years of Yale 
graduates of 1906. Some eighteen clas- 
sifications were made, and the best 
paid men in the entire list were life 
insurance men. The average income 
for all occupations for the five years 
was $1,280.82, while the average of 
life insurance agents was $1,872.33. 
The average income of life men the 
first year was $1,665; the second year 
$1,150; the third $1,480; the fourth 


$1,908; and the fifth $2,708. 
men received $717 the first and $1,967 
the fifth; manufacturers $602 the first 
and $2,485 the fifth; lawyers $358 the 
first and $1,244 the fifth. These figures 
are sufficient to show that life insur- 
ance presents a more promising field 
for earning good incomes than 
other line of business and that is about 
as strong a point; it requires no capital. 

As to the last question, though it 
does not worry me, there seems to be 
a diversity of opinion tn the minds of 
many, which I think is due to pride 
more than anything else. A new agent 
dislikes the idea of having his friends 


Business 


any | 


keep him. They do not like, they think, | 


to take advantage of a man’s friend- 
ship. Well, if you have a good thing, 
it should not be too good for your 
friends and furthermore you are doing 
him good by’ presenting it to him. 
While sentiment is a good thing, you 
will find if you try, that you can ap- 
proach your friends from a business 
basis and they will forget all else but 
the proposition. 

Do not be too insistent, forget senti- 
ment and if sentiment, on his part, 
sways him you have nothing to fear. 
I am satisfied this can be done for I 
got my first two poiicies from two 
friends and let me say they are very 
glad I sold them. Another agent in 
another company, who has known 
them for a long time, was very 
chagrined when he learned I got the 
business. It was there and he could 
have gotten it. 

I believe the example 
warning to new men who are a 
afraid to approach their friends. 


should be a 
little 





FORMULA FOR SUCCESS 


INTERESTING LETTER TO AGENTS. 





Vice-President Roche of Manhattan 
Life Says Energy Plus Intelli- 
gence Equals Success. 





In a letter to the agents of the 
Manhattan Life Vice-President Roclie 
produces a formula for success in life 
uiderwriting. He says: 

Do you want the formula for suc- 
cess? We shall give it to you, with 
a guarantee that it will never fail. But 
we admonish you that when you have 
this key, it will do you no good unless 
you use it. Here follows the mystic 
formula: 

Energy—intelligence—Success, 

Enthusiasm, will-power, determina- 
tion, action, all these are included 
under “energy.” And “intelligence” in- 
cludes knowledge, and good judgment. 

If you are daily displaying energy 
in your work, and are directing the 
energy with intelligence, you are on 
the high road to the achievement of 
your ambitions. Nothing can hinder 
you if you keep this up. 

Energy alone may- bring you success, 
but the struggle will be heartbreaking. 
While you are reading this, down in 
Mexico is an unlettered, uneducat-d 
man, yet a great general, who is win- 
ning more victories in a short space 
of time than probably any other mili- 
tary commander in the history of the 
world. We refer to Villa. Though ne 
lacks book knowledge, he has uncon- 
querable energy. And if you have that 
quality, you are bound to succeed. But 
you have intelligence which will help 
you to earlier success, and remove 
Many obstacles from your path. 


Remember, though, that whereas 





bring you success, 
will. We all 


energy alone may 
intelligence alone never 
know the dreamer, the man who is 
building air-castles, and ever talking 
of what would be a good thing to do, 
and what he intends to do, but who 
never accomplishes anything. But 
when to the planner’s intelligence 1s 
joined unconquerable energy, you have 
a man who accomplishes wonders, a 
Washington, a Lincoln, a Goethals. 

So in our business, the man whuvu 
spends great pedal energy in canvass 
ing from house to house, wears out 
himself and good shoe leather, and 
thereh he does not accomplish much, 
still does some business. Whereas the 
men who merely uses his mind, and 
holds his seat in the office, and gives 
the varnish on the chair time to melt 
and glue him down, his intelligence 
is a detriment to him, for he accom- 
p'ishes practically nothing. If you are 
going to use only one of the two in- 
gredients of success, energy is beyond 
the shadow of a doubt far superior to 
intelligence alone; for energy means 
action, accomplishing something, where- 
as intelligence alone is merely poten- 
tial, like gold deep in the ground. But 
the man who on the one hand sees 
enough people, and on the other hand 
uses his brain before, during, and after 
the interviews, to avoid wasting time, 
and to secure the application, and *o 
get lines on further business, he seems 
to have a “golden touch.” But there 
is nothing mysterious about it. He is 
simply using intelligently-directed en- 
ergy. The main thing is to get out 
and see enough people. 

Apply the test to yourself. If you 
cannot say to your innermost self that 
vou are working earnestly with al! 
your heart and with all your mind, de 
termine that you will do so from this 
time on as long as you live. Then 
you have not the “golden touch” now, 
you too will acquire it. 

Watch yourself and make yourself 
interview six people every working 
day, and don’t fall short of thirty-six 
a week. Six real interviews a day will 
bring you most gratifying results. 
Well-directed hustle means success. 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 


Our 








CONCORD COMPANY READY 


STARTS WITH $500,000 RESOURCES 








United Life and Accident Insurance 
Company Licensed by New 
Hampshire Department 





Under date of July 13th, The Eastern 
Underwriter was advised by S. W. 
Jameson, Vice-President of the United 
Life and Accident Insurance Company 
of Concord, N. H., that that company 
had been examined and approved by 
the Insurance Department of New 
Hampshire and that a license permit- 
ting the company to begin writing busi- 
ness would be issued on the 14th. inst. 
This is a new company which has been 


in course of organization for some 
months. “The authorized capital of the 


company is $500,000, one half, or the 
first issue of which, has been subscrib- 
ed and paid for at the rate of $50 per 
share, or twice its par value, hence 
there has already been paid in of the 
first issue, capital, and surplus amount- 
ing to $500,000. 


“Of the second and final issue of 
$250,000 capital and $250,000 surplus, 
one half has been subscribed and is 


being paid for in accordance with the 
terms of subscription, $125,000 already 
having been paid in. 

“The laws of this State require that 
the entire capital stock must be fully 
paid up before a corporation can issue 
non-assessable stock, hence the expedi- 
ency, in our case, of two issues of stock, 
enabling the Company, as it does, to 
begin business as soon as the first is- 


sue is fully paid in, or much earlier 
than it otherwise would have been 
able to qualify under this require- 
ment. 


Organization Expense. 
“At the outset the Organization Com- 
mittee stated that the total expense of 


organization, including sale of stock, 
would not exceed fifteen per cent, but 
we now find that expenditures up to 
July first, 1914, have been twelve and 
seven-tenths per cent. of the actual 
cash received from stock subscriptions, 
and only ten and seven-tenths per cent. 
of total stock sales of both issues. 
“While the subscribed stock of the 
second issue has not all been paid in, 
as above shown, the cost of placing 
these shares nevertheless has already 


been met, and practically no expense 
will attach to collecting the balance 
on these subscriptions. 

“It should also be mentioned that 


during the past six months a consider- 
able sum has been expended for actuar- 
ial and other expert services, salaries, 
printing, postage, traveling expenses, 
etc., all of which might properly be 
charged to the cost of running a ‘go- 
ing’ company and securing applications 
for insurance rather than to that of 
selling stock and getting the company 
started, yet this has all been included 
in and will appear as Organization Ex- 
pense. 

“The Company now owns bonds and 


first mortgages on improved Real Bs- 
tate, amounting to $525,000. It also 
owns its own Home Office property, 


purchased at a cost of $11,000, and the 
same is now being remodelled at an 
expense of something less than $5,000.” 
Officers of Company 

Hon. Clarence E. Carr, President; §S. 
W. Jameson, Vice-President, Allen Hol- 
lis, Secretary, John B. Jameson, Treas- 
urer, Charles L. Jackman, Asst. Treas- 
urer, F. A. Stillings, M. D. Medical 
Director. 

Directors 

Col. Walter R. Porter, Hon. Eugene 
E. Reed, Rolland H. Spaulding, Allen 
Hollis, Edson J. Hill, J. Duncan Upham 
Hon. Clarence E. Carr, S. W. Jameson, 
John B. Jameson, F. A. Stillings, M. D., 
Charles L. Jackman. 
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| Impregnable Strength 


as a representative of the ‘‘ Oldest Life Insurance Com- 
will prove your best introduction 


The Mutual Life Insurance Company 


of New York 


Incomparable Dividends 
Maximum Benefits 


Minimum Net Cost 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 
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The Cancer Death Rate In Selected Occupations 


By Frederick L. Hoffman, Statistician Prudential Insurance Company. 


(An address delivered before The American Academy of Medicine, at Atlantic City, 
N. J., June 2oth, 1914.) 














(Continued from last week.) 


This is the third and last installment 
of this article on Cancer Death Rate 
in Selected Occupations prepared by 
Frederick L. Hoffman, Statistician of 
The Prudential Insurance Company. 

The relatively high frequency of 
cancer among seamen and fishermen 
would seem to support the theory ad- 
vanced by Wilfred Watkins Pitchford, M. 
D., Government Pathologist of Natal, in 
an address on Light Pigmentation and 
New Growth, in which the view is ad- 
vanced that, “The increase of cancer 
within the last seventy-five years 1S 
perhaps due to the diminished protec- 
tion from light and increased exposure 
to illumination. Woolen garmenis 
have been largely replaced by cotton, 
and black and brown clothes by those 
of a light color. Narrow streets and 
dark houses are no longer tolerated 
and suburban life has largely replaced 
that of the city. Artificial light has 
become more intinic in its character.” 
He further concludes, as a manifest 
deduction from the foregoing princifes 
that, Cancer may be prevented by effi- 
cient protection of the body from light 
and that natural protection, such as 
haiz upon the face, should be encour- 
aged. The clothing should be abso- 
lutely light-proof. The ventral surface 
of the throat and abdomen should be 
especially protected. Considering the 
almost universal non-protection of the 
ventral surface of women at the pres- 
ent time, at least the conclusion of this 
author may be quoted as a word of 
warning, to the effect that, “Mammary 
cancer in women is usually due to in- 
sufficient protection of the breast from 
light.” This ingenious author, it may 
be said by inference, also affords an 
explanation, at least in part, why the 
native or dark-skinned races, should 
apparently be so much less iiable to 
malignant disease than the white races 
living in tropical or non-tropical coun- 
tries. The very complex and involved 
theory which underlies the practical 
application of the principles actinic 
therapia cannot be discussed in detail. 
The X-ray, the radium, thorium, etc., 
are not only applied for purposes of 
treatment in cancer, but certainly in 
the case of X-rays, a distinct form of 
malignant dermatitis is of relatively 
common occurrence among workers ex- 
posed to X-ray emanation. An extend- 
ed account of the surgical treatment 
of X-Ray Carcinoma by Dr. C. A. 
Porter, of the Harvard Medical School, 
published in the Fifth Report of the 
Cancer Commission of Harvard Uni- 
versity, includes eleven cases of un- 
doubted X-Ray cancers, of which six 
proved fatal. A remarkable fact dis- 
closed by this investigation and not 
generally recognized as rather in con- 
trast to general experience, was the 
fact that prolonged action of the X-ray 
upon previously healthy skin resulted 
in malignant growth in persons who 
were, almost without exception, of an 
age which, broadly speaking, is not the 
cancer period of life. I quote from 
this very interesting and important dis- 
cussion the following suggestive con- 
clusion: 

“Though the harmful results of con- 
tinuous exposure to the X-rays were 
unknown to the early workers in this 
field, it would seem that unwittingly 
they have given us the best demonstra- 
tion yet known of the artificial or ex- 
perimental production of cancer It is 
unlikely that old age itself, with its 
accompanying skin atrophies, even ii 
combined with exposure to such vari- 
ous noxious influences as sea life, raw 
winds, powerful actinic rays, soot or 
paraffin, would give such an example 
of malignant skin degeneration as 


seems so frequently to result from pro- 
tracted exposure to the X-ray. When 
it is remembered that these lesions 
have been produced in younz men at 
an age when skin cancer is extremely 
rare, its occurrence is all the more 
striking.” 

An ingenious explanation has been ad- 
vanced by Green in his discussion ot 
the cancer problem, in which, after 
stating that X-rays admittedly cause’ 
a dermatitis and thereby diminished 
the resistance of epithelium, he said 
that it must not be forgotten that most 
X-ray operators have also to prepare 
many skiagraphs and develop the nega- 
tives. This, in his opinion, is the di- 
rect cause of X-ray dermatitis, or in 
his own words, “fixing of plates hy 
means of hypo-sulphite with fingers, the 
skin resistance of which is already 
weakened, is much more likely to cause 
the epithelioma than the rays them- 
selves.” 

The foregoing brief discussion of an 
important phase of the cancer problem 
suggests the urgency of more extended 
occupational studies than have thus 
far been made. The cumulative evi- 
dence would tend to establish the truth 
or the falsity of prevailing opinion and, 
in any event, eliminate much needless 
and even misleading information. The 
fundamental principal of irritability as 
the direct cause of cancerous growti 
is apparently well sustained by occu- 
pational studies of the cancer problem 
All diseases, it is held by the foremost 
auShor on Irritability, or the effect or 
stimuli in living substances, “consists of 
the influence of stimuli upon these 
physiological processes.” Every disease, 
according to this author, “represents on- 
ly disturbance of the physiological pro- 
cesses of cell life of the organism an4 
the harmony in their combined work- 
ings.” Believing that the available 
evidence regarding cancer warrants 
the conclusion that malignant disease 
is not the result of a single cause, lL 
cannot do better than conclude by quot- 
ing the following most carefully con- 
sidered remarks of Dr. Max Verworn, 
the author of the treatise on Irrita- 
bility: 

“Another point concerning the appli- 
cation of the conception of cause 
seems to me, however, to be of much 
more importance, namely that a single 
cause is held responsible for the tak- 
ing place of a process. One endeavors 
to explain a process in general by seek- 
ing for its ‘cause.’ The cause being 
found, the process is considered as ful- 
ly accounted for. This idea is not one 
widely spread in everyday life, but is 
even found frequently in natural 
science, especially in biology, although 
here, it should be known, the processes 
are decidedly more complicated. The 
search for the ‘cause’ of development, 
for the ‘cause’ of heredity, for the 
‘cause’ of death, for the ‘cause’ of the 
respiration, for the ‘cause’ of the heart 
beat, for the ‘cause’ of sleep, for the 
‘cause’ of disease, etc., was for a long 
time and frequently even to-day a char- 
acteristic of biological investigation. 
As if such a complicated process as 
development, death or disease could 
be explained by a single factor! In 
reality, one has obtained very little as 
a result of the analysis of a process 
by discovering its cause; and in addi- 
tion the false impression arises that 
through the finding of this one factor 
the process has been definitely ex- 
plained. It has been generally recog- 
nized in the natural sciences in recent 
times that no process in the world is 
dependent upon one single factor and 
attempts have been made to give this 
fact more consideration.” This con- 
clusion applies with special force to 
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WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
BURTON H. WRIGHT, President 
.- PROGRESSIVELY SUCCESSFUL... 


January 1, 1914 


LIGDMESS cc cccccccvcccccccscceccccocecccscoesce QED UDT 





Surplus Mass. Standard... .......ccccccccccsescccces cGay SNS, 087.80 
Insurance Issued, 1913.............00eeeeeceeeeeess $23,051,034.00 
Emourance im Fores. ... 2c cece ccccccccccccccccccc ce cQhe kgs heeneOe 


THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. FOWLER, Superintendent of Agencies 





PRUDENTIAL $100,000 LEAGUE. 
(Continued from page 3.) 
the fact should you go sightseeing. 
You will have company. 

If any one asks you to write his ap- 
plication, don’t drop dead—it only 
proves that not every one is insured. 

If somebody yells, “Oh! see the fish!” 
while going through the Hudson river 
tubes, don’t stick your head out of the 
window to see them. 

If the tunnel is a “bore” and the 
Brooklyn Bridge “suspended,” smooth 
out your cares at the Flatiron build- 
ing. 

If you say you’re having a good time 
it will help the other fellow to feel the 
same way. 

If you are thinking of buying a gold 
brick, get at least three separate esti- 
mates. 

If you see a bright glow in the sky 
on your way to bed, don’t get excited 
and holler “Fire!” It may be the sun 
coming up. 

If you see a few tall buildings, just 
remember you’ve done some big stunts 
yourself, and when you get back home 

won’t be inappropriate to give a new 
demonstration of tall hustling. 

If the Jersey mosquito makes a back 
call at night, give him the grip. Asa 
persistent straight canvasser, he’s a 
hummer. 

If your Instruction Book or Handy 
Guide doesn’t mention it, ask your Di- 
vision Manager—he knows whether it’s 
a tango or turkey trot, why the sub- 
way went under, and who makes the pie 
for the Prudential lunch-room. 

If you pick up any good Prudential 
pointers, apply them when you return 
home. 

If in doubt, ask a _ policeman—he 
may save you many steps. 

If you expect to feel good, don’t sit up 
all night. 

Tell every one that your town is the 
most “compejitive”’ one on the map; 
this will make them think you are 
an exceptionally capable man, to rise 
superior to conditions. 

If you fail to be on hand at eatin’ 
time, you may have to go hungry. 

If you have only a minute to spare, 
don’t go above Sixty-second streeet. 

If you have the laugh on some of your 
home colleagues, because you have se- 
cured this trip, don’t let them have the 
laugh on you when you return, be- 
cause of dropping out of the lead in 
your district and failing to qualify for 
1914 League honors. 

If you want to get the best out of 
this Conference, do not forget to go 
back home full—of genuine Prudential 
enthusiasm. 

If you are going to be a factor in 
the record of your district and the 
Company, do not forget that we want 
lots of paid-for Ordinary for the balance 
of the year. 





the cancer problem and provides the 
best possible answer to the constantly- 
recurring question as to the cause of 
cancer and its direct relation to the 
larger problem of prevention, treat- 
ment and control. 





Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium Reduction. 

Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 


ance at Minimum Cost. 








E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 














The 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Has good openings for 
general agencies in desirable 
locations for experienced and 
successful men 


Liberal contracts offered 
Apply to Home Office 
Des Moines, lowa 
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OLD LETTER COMES TO LIGHT. 








Written in 1869 by Former President 
Benj. F. Stevens of New 
England Mutual. 








In answer to an inquiry made by a 
prospective policyholder as to the 
Company’s rules with regard to Spe- 
cial Hazards and extra premium rates 
therefore, former President Benj. F. 
Stevens, of the New England Mutuai 
Life wrote the following letter setting 
forth that company’s position in the 
matter. The letter was penned in long 
hand and dated April 23, 1869. 

Office of the New England 
Mutual Life Insurance Co., 
Boson, April 23, 1869. 
Judge Sanger, 
Dear Sir:—We herewith give you a 
list of the special hazards and the extra 
rates therefor: 
. Africa (west coast), 2% to 3 pr. ct. 
Africa (south), 1% pr. ct. 
Africa (Liberia), 3 pr. ct. 
Aspinwall, 1% pr. ct. 
Urazil, % to 1 pr. ct. 
Bahama Islands, % pr. ct. 
Rombay, 2 pr. ct. 
Buenos Ayres, % pr. ct. 
Brakeman, from 1 to 2 pr. ct., 
ing to route and train. 
Baggage Master, % to % pr. ct. accord- 
ing to route and train. 

Conductor, % to % pr. ct., 
to route and train. 

Calcutta, 2 pr. ct. 

China, 1 to 2 pr. ct. 

Cuba, 1 to 1% pr. ct. 

Cape of Good Hope, no charge. 

Curacoa, 1 pr. ct. 

Coal Miner, % pr. ct. 

Dry Tortugas, % pr. ct. 

Egypt, % pr. ct. 

Equador & travel, 1 pr. ct. 

East Indies-Genl. permit, 2 pr. ct. 

Engineer—station eng., no extra. 

Engineer—high pressure, % pr. ct. 

Expressman, generally none, rate 4 

- per cent. 

Engineer, UJS.N., 1 pr. ct. 

Fisherman, %4 pr. ct. 

Fireman ‘R.R.), % pr. ct. 

Galveston, 1 pr. ct. 

Honduras, 1 pr. ct. 

Houston (for the year), 1 pr. ct. 

Jamaica, % to 1 pr. ct. 

Japan, 1% pr. ct. 

Kamschatka, % pr. ct. 

Key West, 1 pr. ct. 

Lima, Calao & Peru, 1 pr. ct 

Mexico, 1 to 1% pr. ct. 

Manilla, 3 pr. ct. 

Master Mariner (any seas), 1 pr. ct. 

Master Mariner (Bet. U. S., Europe & 
Mediterranean), % pr. ct. 

Master Mariner (inland seas), % pr. ct. 

Master Mariner (coasting), % to % 
pr. ct. 

Matamora, 1 pr. ct. 

Nicaragua, 2 pr. ct. 

Paragua, % pr. ct. 

Port au Prince, 2 pr. ct. 

Panama, 3 pr. ct. 

Powder Factory, 1 pr. ct. 


accord- 


according 


=| Pilot, % pr. ct. 
7 Ship Island, 2% pr. ct. 
St. Thomas, % to 1 pr. ct. 


Sandwich Islands & Australia, no extra. 
Venezuela New G’a., 2 pr. ct. 

Vera Cruz, 1% pr. ct. 

West Indies, % pr. ct. 

Women, % pr. ct. 

The above are deviated from accord- 
ing to the peculiar circumstances of 
each case. 

Truly, 
BEN. F. STEVENS. 





NOT APPRECIATED. 

Cyrus B. Brown, Insurance Com- 
missioner of Alabama, says_ that 
there is no question that the public 
generally and State officials fail to 
recognize the important functions of 
the Department of Insurance. He feels 
that the office of Insurance Commis- 
sioner be held by one who has tech- 
nical knowledge of insurance and has 
had actual experience in the work of 
the Department. 














SPECIAL HAZARDS AND RATES 





INSURANCE SERMON | 
ON THE MOUNT 


(Modern Paraphrase of Matthew 
VI., 19-34 inclusive.) 


By E. F. WRIGHT. 


In The Northern Assurance Com- 
pany Bulletin. 


Lay not up for yourselves treas- 
ures upon earth where moth and 
rust doth corrupt and where thieves 
break through and steal. 


But lay up for your widows in- 
come insurance, which neither 
moth nor rust corrupt and which 
thieves cannot break through and 
steal. 

For where insurance is there is 
contentment also. 

The light of the life is the in- 
come; if, therefore, thy income be 
cut off, the life of thy widow shall 
be full of darkness. 

But if, by insurance, thine income 
may be continued her life shall be 
full of light. If, therefore, thy light 
is bright during life so should it 
remain after death. 

No man can evade the question: 
for either he will insure his life, 
and protect his wife; or else re- 
fuse the chance and leave her pen- 
niless. You cannot dodge the issue. 

Therefore, we say unto you: 
Take good thought for your widow, 
what she shall eat and what she 
shall wear; also for your orphans, 
what they shall put on. Is not 
your widow as good as your wife 
and the orphans as children? 

Behold the fools of this world: 
They insure not, neither do they 
save, nor deposit in banks; their 
widows toil after them. Can ye 
not be wiser than they? 

Which of you by hook or crook 
can prevent the certainty of death? 





BOWMAN F. iREINMUND DEAD 





Secretary of The Midland Mutual Life 
Succumbs to Sudden Attack at 
Summer Home 

Leaving a wide circle of friends and 
the business with which he has been 
successfully connected, Bowman F. 
Reinmund, secretary, of The Midland 
Mutual Life of Columbus, Ohio, answer- 
ed a sudden call to the great beyond on 
Sunday the 5th of July. 

Mr. Reinmund was 57 years of age. 
He entered life. insurance work early 
in life and received a thorough training 
in the field in various localities. In 
1905 he was largely responsible for 
the organization of The Midland Mu- 
tual Life. He became the secretary of 
the Company, which position he held at 
the time of his death. 





UNEXCELLED IN 
Favorable Mortality 
—AND— 
Economy of Management 





Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 








THE 


First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Jan. 1, 1914.$66,168,702.53 

Liabilities 61,182,456.00 


Surplus -$ 4,986,246.53 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 


- DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 
LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 

CHAS. H. STRAUSS, Gen Agent 
200 Fifth Avenue, New York 

















Then why take chances? 


Consider the widows of the non- 
insured, how they live. They laugh 
not, neither do they smile. And 
yet we say unto you that even the 
husbands through all their punish- 
ment do not sorrow like one 
of these. 

Wherefore, while the opportunity 
is given thee, which to-day is and 
to-morrow is not, shall ye not bet- 
ter ask. Where shallI sign? O ye 
indifferent! 

Therefore take no chance, say- 
ing “Come next week,” or “I’ll think 
it over,” or “It costs too much.” 

For after this manner to the 
foolish speak) for your friend, the 
agent, knoweth that ye hath need 
of this insurance. 

But seek ye first the fountain 
pen and the dotted line and all 
these things shall be given your 
widow. 


Take then, therefore, no further |}| 
thought for your widow; for the 
company shall take proper care of 
her. Sufficient unto the day will 
be the income thereof. 














BANK INSURES EMPLOYES. 


R. K. Lyddane, manager for the 
Equitable Life Assurance Society at 
Kansas City, Mo. recently wrote a 
blanket policy of life insurance on the 
Equitable Group Plan for $130,000 on 
the lives of 125 employes of the Cem- 
merce Trust Company. The trust com- 
pany is to pay the premium each month 
of about $85, which protects the family 
of each employe for the amount of his 
salary for a year. 

As the employes change, the insur- 
ance policy is to be changed to cover 
the employes who take their places. 
The trust company expects remunera- 
tion for its expense of $85 a month in 
loyalty from its employes. The policy 
covers every employe from the office 


The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913.......... $23,869,332.00 
Dt Glecheskvcnguawesadeneee wrrrre rT 2,455,653.33 
CE Saeed thee ease eek Seabed sends 1,803,659.29 
DP Lidvttedden wadeeseseecad 9400s 453,249.23 
re ee ee ee ae bene we 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 
Compulsory Deposit Law. 

We have open territory for high grade men in the States of West Vir- 
ginia, Illinois and Indiana. If interested in a liberal contract, write the 
Company. . 











boy of 16 to the oldest man of 76. 


1850 1914 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in life insurance or not, may make direct contracts with this 
Company, for a limited territory if desired, and secure for themselves, in addition to first year’s com- 
pion ey a renewal interest insuring an income for the future. Address the Company at its Home 
Office, 277 Broadway. New York City. 


JOHN P. MUNN, M. D., President 
FINANCE (CLARENCE H. KELSEY, Pres. Tithe Guarantee and Trust Co 
COMMITTEE | WILLIAM H. PORTER, Banker EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 








Life Insurance and Texas 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 























Cuarantee Life Insurance Co. | 


| The | 
HOUSTON, TEXAS | 


Insurance in force over Twenty Millions of dollars. 
| Assets over One Million. 
Business received first eight months, 1913, 

(average One Million a month). 
| We want a capable general agent for vacant 
Important open territory. 





over Eight Million 
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Live Hints For Business Getters 





Practical Suggestions to Help the Man With the Rate Book Increase 
His Income and General Efficiency. 














The International Life in 

Sowing a recent issue of its agency 

and bulletin draws an interest- 

Reaping ing analogy between the 

Farmer and the Life Insur- 
onee agent in the following: 

All business is, in a way, a matter 
of sowing and reaping. And we may 
therefore say that the farmer in pur- 
suit of hig work typifies all others. We 
may go still further and say that by 
following the farmer in his work for 
the course of a year we will finc a 
striking parallel to work in every other 
line. 

For example: The farmer begins by 
preparing the soil for the reception 
of seeds. His first work is that of 
preparation. Then, when the seeds 
sprout and show their tender leaves 
above the soil, the work of cultivation 
begins and is continued, in many cases, 
until the plants arrive at full growth. 
Then, after maturity and ripening, the 
work of reaping or gathering begins, 
and then only it is that the net result 
of the farmer’s long siege of toil may 
be measured. 

If he has been a good husbandman, 
if he has been energetic and diligent— 
kept down the grass, kept off the in- 
sects and other enemies to his crop, 
stirred the soil from time to time so 
that it could drink in the rains of 
heaven, eternally watched and nursed 
the plants when at a tender stage of 
growth—in other words if he has been 
expert and efficient in his work, the 
chances are that he finds upon the 
reaping bounteous crop. 

The farmer takes many chances and 
must be a man of great faith, and 
stout of heart. He prepares his soil, 
and plants in faith alone. He cannot 
forecast the future. He cannot say 
whether storms and droughts may not 
intervene at the last moment and de- 
stroy a crop which has cost him in- 
finite pains and labor. All that he can 
do is to bravely take the chances. He 
knows thut while some yeidrs will be 
lean—maybe a series of years—upon 
the whole, upon the average, if his 
part of the game is played like a true 
man, he must succeed—he must suc- 
ceed because it is the law of Nature 

the law of God—that he who sows 
in faith and tires not must inevitably 
reap in reality. 

What a lesson to lifeman is the plod- 
ding and toil of the farmer! How 
he may see in the true husbandman 
an example of persistency, energy, 
ceaseless toil and hope! How he may 
see in the farmer’s work the truth of 
the adage that God helps him who 
helps himself. No wonder, when we 
think of the farmer and his endless 
task, men should call him the back- 
bone of the country. His sturdiness, 
his tenacity, his dogged determination 
to force from the earth a fulfillment 
of the promise of support is an example 
worthy to be held in high esteem by 
every true man. 

If every lifeman would “get on” to 
the bed-rock principle upon which the 
farmer proceeds with his work there 
is simply no telling what he might ac- 
complish in the way of making money 
for himself by writing life insurance. 
And like the farmer, the lifeman must 
have faith in himself, faith in God, faith 
in his company, and faith in the people 
he meets from day to day—faith that 
will remove all the mountains of ob- 
jections put up by prospects, all of 
difficulties that can intervene from 
time to time in the course of his work— 
faith that by eternal effort results must 
and will come about. 

The lifeman must prepare, plant, cul- 
tivate and gather, in order as does the 
farmer. He must not tire of prepara- 


tion, nor must he ever cease to plant 
though %fttimes no semblance of a 
sprout is observable; and when there 


is an appearance of growth—a show 
on the part of a prospect of a chance 
to get the application—cultivation must 
continue and be persisted in until the 
case is ripened and gathered. 

Let the lifeman, after reading this 
rather rambling article, sit down and 
silently contemplate the work of some 
successful farmer that he is acquainted 
with. Then let him say to himself, “I'll 
adopt that system and work it with 
all my might.” If, after such contem- 
plation and resolution the lifeman does 
not weaken no power under the heav- 
ens can prevent him from becoming 4 
big success as a writer of life insurance. 


- * = 
Speaking of approach in 
A connection with selling 


Stragetic life insurance H. W. 

Approach Owen, editor of the July 

issue of Nacom_ pub- 

lished by the Northern Assurance Com- 
pany of Michigan, says: 

A stragetic approach is half the battle 
in writing life insurance. 

Polished salesmen, like furniture, 
usually produce an agreeable impres- 
sion on the eye, but like furniture, they 
will not wear well unless underneath 
the polish they have sturdy material. 
The insurance salesman must have 
good address and a pleasant approach, 
also a hearty hand-shake, warm from 
the heart. As I believe the first :m- 
pression made, if a good one, is what 
makes the prospective purchaser tor 
or against his closing the deal. 

The art of pleasantly approaching 
prospects and thereby gaining their at- 
tention from the start, is of estimable 
value to the insurance man, and if one 
does not possess it, he can acquire it 
through careful practice. 

People are influenced by what pleases 
them. 

If the soliciting agent succeeds in 
pleasing and favorably impressing a 
prospect at the start he will invariably 
either secure his business, or else 
make of him a friend or “plugger” from 
whom leads to other business will come. 

The writer is a thorough and con- 
verted believer in the work of selling 
life insurance, and with this enthusi- 
astic manner, helps to get the name 
on the dotted line. 

As above stated, this may be acquired 
through practice. It will develop as 
you develop. Every new application 
stimulates its growth. When you gv 
from one prospect whom you have just 
closed, directly to another and before 
your blood cools off, how much easier 
it is to get the next application. That 
is because your blood has not cooled 
ard the art is still with you. 

Politeness, tact, sympathy, and en- 
thusiasm combined with a pleasant 
manner of approach, will do more to 
incline a prospect’s heart toward you 
tian all other virtues of the calendar 
kandicapped by a_ gloomy visage. 
Geniality is contagious, so is enthusi- 
asm. With these qualities fully de- 
veloped, our manner of approach can 
be nothing else but pleasing. 

«© ¥ * 


How In the Bankers Life Bul- 

To Be letin the company  ex- 

A Leader plains the plan used by 

W. H. Ryan, Agent at 

Cedar Rapids, Iowa, who 

led the list of producers for May for 
that company, as follows: 

The preliminary work by each agent 
towards laying a foundation is to send 
in a large list of names to be circular- 
ized on new insurance from that par- 
ticular community. From these lists 
they will get sufficient inquiries to 
enable them to get a running start and 
to write a few applications. When 


DECADE OF REAL SERVICE 


ARE YOU DOING YOUR PART? 


To Get the Best Out of Your Business— 
Render the Greatest Ser- 
vice to it. 


The Atlantic Life Insurance Com- 
pany of Richmond, Va., in its agency 
bulletin has the following to say in 
connection with “Service” as applied 
to the life insurance business. It says: 

“Service.” Great use is being made 
of this word to-day and great abuse. 
Life insurance companies are endeav- 
oring to extend their operation in the 
line of service to policyholders, which 
finds expression in many different 
ways, such as conservation of health, 
conservation of proceeds of life poli- 
cies through instalments and income 
features and conservation through the 
prevention of lapses. 

Agent’s Duties. 

Every life agent performs a great 
service to a man when ke sells him 
a contract for life insurance, but that 
service is incomplete unless coupled 
with the sale is a determination on 
the part of the purchaser to carry that 
insurance to maturity, which will only 
be born of a conscientious conviction 
as to the necessity of the insurance. 
We are all interested in accounts of 


the first applications are mailed in they 
will ask the home office to send to 
each name on the list that has been 
circularized a confidential reference in- 
quiry blank. This method starts a 
neighborhood talk about the success of 
the agent and also as to the standing 
and responsibility of the company. The 
end sought for by the agent has been 
accomplished—a favorable mouth to 
mouth advertising campaign has been 
launched—no kind of advertising will 
beat it—it is the cheapest and best. 
The effect of good words being passed 
along from one man to another—get- 
ting the spirit in the atmosphere can- 
not be overestimated. 

Mr. Ryan has adopted and developed 
this plan of campaign, and the result of 
his work in the month of May, in 
which he wrote applications to the 
amount of $88,500, fully demonstrates 
the success of the plan. 

On the lists he had circularized for 
new insurance he did not take it for 
granted that because each man who 
had received the literature did not mail 
the return postal card, was no reason 
why he should not buy a policy. He 
went after them with the same selling 
confidence as if they had written an 
urgent leter to the company to hurry 
along the agent. He never scratches 
a man off the list until he has given 
him a thorough canvass—a battle is 
never won until it is fought. 

Some agents send in large lists to be 
circularized with the intention of call- 
ing on only the ones who respond with 
a postal. The agent who does this 
kind of work is not fair to himself or 
the company. He is. overlooking the 
greatest source of help in the life in- 
surance business—he fails to realize 
the tremendous leverage that can be 
brought to bear if he can but start the 
crowd to work for him, and this is what 
mouth to mouth advertising means 
when it is started our way. 

Here is an unlimited field for each 
agent to cultivate—a splendid oppor- 
tunity for you to assert your initiative 
and individuality. This is something 
the company cannot give you—or buy 
you—or cultivate for you—we can only 
help you. It is a plan you must de- 
velop and apply yourself,and when you 
have caught the spirit and become 
keyed to the proper pitch, you have 
developed a self help of inestimable 
value. We believe it will pay you to 
give the foregoing ideas serious consid- 
eration—we want you to grasp its full 
intent and meaning, for the develop- 
ment of this plan is a very important 
part of the work of each agent—it is as 
essential in securing the best results as 
any work you can do. : 


high-pressure methods of selling insur. 
ance—the cases where the forceful and 
vigorous agent by dint of his person- 
ality “puts it over” on the prospective 
applicant—but has it occurred to you 
that sales of this very character are 
but the forerunners of lapses? If a man 
does not believe in insurance, if he 
has not purchased his life insurance 
because there is a deep-seated con- 
viction in his mind that it is neces. 
sary for the welfare and well-being ot 
his family, the life of the policy will 
be short; and if he does not believe 
that the contract which he has is ex- 
actly suited to his requirements, and 
does not understand why it is so suited, 
the work of the “twister”—and he js 
ever present, regardless of laws and 
other activities destinéd to eradicate 
him—is easily accomplished. The 
service is not complete unless the 
agent selling the contract not only bears 
in mind .the settlement of the first 
premium, but also considers the settle. 
ment of the second and succeeding 
premium. If a settlement for the first 
premium is made by means of a note 
due one-year from the date of the 
policy, it is safe to say that the second 
premium will not be paid. Any man 
will be discouraged if the second anni- 
versary of a life insurance contract 
finds him still in debt for the payment 
of the first premium. There may be 
exceptions to this rule, but the excep- 
tion will only be one out of one hun- 
dred. Then, again, the time when the 
premium is to be paid should be borne 
in mind. The farmers’ premiums 
should be due in the fall, for that is 
when their money comes in. In the 
spring the farmer is borrowing money 
and must in the majority of cases bor- 
row either from the company or a 
banker to pay his premiums on life 
insurance policies. In the fall the 
farmer can easily pay the premium in 
cash. There are many people who are 
affected by similar conditions—the de- 
tails do not need to be further recited. 


The Ideal Service. 


The ideal is to give the policyhold- 
ers the best real service that is pos- 
sible, service that has direct bearing 
upon the permanence of every life 
insurance contract sold. The greatest 
evil in American life insurance to-day 
is the lapse ratio. That company is 
accomplishing most which is doing 
most to eliminate the lapse as a factor 
in the life insurance business, and that 
agent is giving the best service to his 
company and policyholders who has 
the lowest lapse ratio on his business. 
Ideally, the lapse should be the un- 
heard-of thing, the unusual thing, in 
a life insurance office, but in America 
to-day the lapse situation is the “bug 
bear” that every company and general 
agent is facing. Are you, Mr. Reader, 
doing your share in the work of pre- 
vention? Are you giving personal at- 
tention to the prevention of lapses first, 
and the securing of reinstatements 
when the lapses occur? We say pre- 
vention because many a case can be 
held by proper personal attention im- 
mediately given to the case. Get your 
settlements before the grace expires; 
discourage policyholders in availing 
themselves of the grace privilege; take 
cash settlements, and in every way 
emphasize the importance to the poli- 
cyholder of each year getting his in- 
surance in such shape that it is be- 
yond question fixed for another year, 
without any possibility of its lapsing 
by non-payment of a note at the most 
inopportune time. ‘The second year’s 
premium is the pivotal point. After 
two or three premiums are paid you 
are pretty safe on the balance. 


Business Worth While. 

Remember, the business that stays is 
the business that pays the agent, the 
company and the policyholder. Do not 
place your policies—that is a listless, 
forceless word—glue them, nail them 
on to a man, plant them where they 
will not only live, but grow and bear 
fruit in other business from the same 
policyholder and from hig friends. This 
is the Twentieth Century life insurance 
service. 
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ARRANGE INTERESTING PROGRAM 





General Agents Equitable Life of lowa 
to Meet August 18, 19 and 20 
In Chicago. 





General Agent R. G. Slifer, President 
of the Agents Association of the Equi- 
table Life of Iowa has prepared and 
announces the following program for 
the annual convention of the Associa- 
tion in Chicago, August 18, 19 and 20th 

Morning Session August 18th, 10:00 
A. M. Registration of Members. 

Call to Order. 

Roll call of 1913 members, E. L. 
Isaacs, secretary; annual address, R. 
G. Slifer, president; announcements 
and appointments of committees. 

Afternoon session, August 18th, 2:00 
P. M. 

Roll call of 1914 members and intro- 
duction of new members. 

1. Factors in selling. 

1. Enthusiasm, Gen. Agent Tomp- 
kins; 2. Company (belief in and know- 
ledge of), General Agent Farley; 3. 
Efficient use of time, Superintendent of 
Agents, Aldrich; 4. Office Methods 
and “Follow-ups,” Field Supervisor 
Hatton. 

Dicussion. 


II. Selling a Policy to a Farmer, Gen- 
eral Agents, Finch and Riley. 
Discussion. 
Morning session, August 19th, 9:00 
A. M. 
1. The Different Stages of a Sale. 


1. Finding the Prospect, General 
Agent V. P. Laustrup; 2. Arousing 
Interest—The Approach, General 


Agent St. John; 3. 
tion—The Argument, 
Finch; 4. 
the “Ap,” 


Forcing Convic- 
General Agent 
Closing the Case—Getting 
General Agent Crannell. 

Discussion. 

Il. Selling to a Country Banker, 
General Agent Moorman and District 
Agent Waterbury. 

Discussion. 

Ill. The “Equiowa’’—It’s 
Treasurer Hubbell. 

Afternoon session, August 19th, 2:00 
P. M. 

I. Presenting the Kirk Prize Essay 
Cup, President Cummins. 

1. Reading the Prize Essay. 

II. Careful Selection of Risks, Medi- 
cal Director Wells. . 

1. Through the care of the Agent. 

2. Thorough Inspection. 

3. Thorough Medical Selection. 

4. Thorough Limiting the Size of the 
Policies. (It is intended to show how 
each of these factors aids in mortality) 

III. What a Low Mortality Means to 
a Company, Actuary Davis. (A mathe- 
natical demonstration of the helpless- 
ness of a low mortality.) 

Dicussion. 

IV. Selling to a Large Manufac- 
turer, General Agents Cole and Stone. 
Discussion. 

August 19th, 6:30 P. M. 

Convention dinner and general jolli- 
fication meeting. 

Morning session, August 20th, 9:00 
A. M. 

I. Our Present Policy—Its Possibili- 
ties and Worth. 

1. During Life of Policy, Field 
Supervisor Fry. A. Through dividends: 

a. Reducing premium. 

b. UIncreasing insurance. 

c. Making a bank account. 

d Assuring your insurance through 
making policies mature as endowments 
or paid-up policies. 

B. In emergencies: 

a. Paid-up insurance. 

b. Extended insurance. 

ec. Loans. 

d. Cash values. 

2. At Maturity of Policy, Vice-Presi- 
dent Nollen. 

A. A permanent estate (3 per cent. 
plus). 

B. A family matured (the limited 
installment.) 

C. Protecting after “Till death us 


Ideals, 





do part.” (“And as much longer as the 
beneficiary shall live’). 

D. Growing old happily (assured of 
a livelihood through old age, cash 
values and accumulated dividends.) 

Il. Selling an Income Policy to a 
Professional Man, General Agents 
Blose and Sycks. | 

Discussion. 
Afternoon session, August 20th, 2: 00! 


P. 
I Mutual Responsibility. 

1. The Company’s Responsibility to 
the Agent, President Cummins. 

2. The Agents Responsibility to the 
Company, General Agent Thomas; 3. 
The Responsibility of the Company and 
the Agent to the Policyholder, Hon. 
W. E. Lamb, Chicago, IIl. 

Il. Selling a Young Man his First 
Policy. 

Discussion. 

General Agents Lark and J. C. John- 
son. 

Ill. Our Company. 

1. It’s Past, General Agent Merrell; 
2. It's Present, General Agent Craw- 
ford; 3. Its Future, Field Supervisor 
Hadley. 





WALL STREET SHORTENS LIFE. 





Life Extension Institute Finds Young 
Men With Organs of Old 
Men. 





A great deal has been written about 
the strenuous lives of brokers and 
others in the financial district of New 
York city. The Wall Street man is 
supposed to die before his time. Is it 
true? 

It is, according to President Elmer 
E. Rittenhouse, of the Life Extension 
Institute, Inc. The Institute has re- 
cently examined several groups in the 
Wall Street district. “It is a kingdom 
of neuresthenia,” was Mr. Rittenhouse’s 
comment. In one group with an aver- 
age of twenty-eight years—360 to 400 
men—more than 50 per cent. of the im- 
paired are afflicted with Bright’s dis- 
ease or impairments of the heart and 
arteries. Young men with the diseases } 
of old men; organs which are first to | 
wear out badly impaired. 

Fresh Air at a Premium. 

Examiners making inquiries found 
that these young men av not know | 
how to take Care of themseives. hey | 
do not eat right, exercise mgnt, or even | 
Sieep rignt. saney need mvure air ana | 
auhietics. Uf peoyie found impaired 9) | 
per cent. are ubaware ol their dalpyer. 
many Of tose being sent to doctors by | 
the Life Kxtension institute aie liie in-| 
surance policyhoiders; so the work 1s 
benefiting the lite companies in severai 
ways. 

hmployers of large groups have 
been amazed to read reports of their 
empioyes and find sO many impair- 
ments. ‘the men examined are not 
brutauy toid what is the matter with 
them, but they are made to understand 
that medical attention and following 
the advice of the physicians are 
necessities. 

They bow to the inevitable. The 
man who thinks he must bend over a 
desk ten hours a day or the business 
will fail suddenly changes his mind. 

To Open Branches. 

The Life Extension Institute, whicn 
is acting on the theory that the 
sanest way to treat disease is to pre- 
vent it, is negotiating with several 
more life companies who are to use its 
service. Offices are to be opened in 
Boston and numerous other cities. 








GEORGE F. BAER INSURANCE. 

Among the items comprising the per- 
sonal estate of the late George F. Baer, 
president of the Philadelphia & Read- 
ing Railway Company was found pro- 
ceeds from life insurance policies in 
amount of $68,476.08, showing that the 
great coal and railway king was a sub- 
stantial believer in life insurance pro- 
tection. 








THE 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1913 was: 





549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 


peGta SEs Ge aR, 


$1,676,339 per day in New Insurance 
Issued and Revived. 
$286,288.02 per day in Payments to 


Policyholders and Addition to Re- 
serve. 
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$164,025.94 per day in Increase of 
Assets. 











METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 
OLDEST - LARGEST - STRONGEST 


Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1913; 





I, 06 ic kien teenbin we sneeweiwenen-eewr oneets mee OS 

Liabilities... ....cc00cccresccccccces ° ¢ serecceescese 

Capital and Surplus 3 
Insurance in Force. ........-. seves 06 concesens 94.668,092.00 
Payme nts to Policyholders since Organization. 14,138,137.61 


Is Paying its Policyholders nearly core $1,250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 














DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


WILLIAM N. COMPTON °F TE 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 
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pany set cut to write half a million 
of business in June. It was President’s their capital in government 
Month, in honor of President O’Brien. The purpose is said to steady the price 
At the close of the month they had 
exceeded that amount, having written 
$505,334 of new business. This gives folk 
the Company a written business dur- 
ing the first six months of 1914 of §$2,- 
314,689, an increase of $716,689 over policies on the lives of the Marconi 
the same period of 1913. 

the history of the Company, the previ- 


ous record being $438,500 for March 
of this year. 


U. S. A. will hold their annual conven- 


DETROIT LIFE PROGRESS. INSURE MARCONI OPERATORS 





In June Over Half-Million Business North British & Mercantile Writes 


Was Written to Honor President 
O’Brien. 


Group Policy in London— 
Mutual Life Offices 


London, July 7. It is reported that 
German legislation is in preparation to 
compel life offices to invest part of 
securities. 


The Detroit Life Insurance Com- 


of Government stocks. 

The new offices of the Mutual Life 
of New York have been opened in Nor- 
Street, Strand, W. C. 

Group insurance is growing here. The 
North British & Mercantile has issued 


operators under the en bloc plan. 

An interesting point regarding coun- 
sel fee has just been decided here. A 
fire insurance loss claim for $200,000 
was filed. The Hovenden law firm was 
engaged and brought the claim down 

ci as to $125,000. The insurance company 
WILL MEET AT HOME OFFICE. paid them $500 for their services, but 
The agents of the National Life of they thought they were entitled to 
$4,000. A special jury in the King's 


June proved the largest month in 


tion at the home office of the company Bench Division gave judgment for 
in Chicago September 2-3 and 4. 


$1,600. 
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lished every Thursday by The Eastern 
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corporation, office and pvicce of business 
105 William Street, New York City. 
B. F. Hadley, President; Clarence Az- 
man, Vice-President and Treasurer; G. 
A. Watson, Secretary. The address of 
the officers is the office of this news- 
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Subscription Price $3.00 a year. 
Single copies, 15 cents. 


Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at New 
York, N. Y.; under the act of Congress 
of March 8, 1879. 


ACTION PROBABLE AT LAST. 

Very comforting to fire underwrit- 
ers is the appreciation shown by Fire 
Commissioner Adamson of the utter in- 
adequacy of the fire alarm service of 
New York city, and his determination 
to bring about its improvement at the 
earliest possible date. 

An emergency plan, intended to ap- 
ply only until money be forthcoming 
for the installation of a complete and 
thoroughly modern system, has al- 
ready been fully worked out and is be- 
ing put into operation. 

The fire alarm service in use in New 
York has long been notoriously ineffi- 
cient, and has been repeatedly so char- 
acterized by the various expert engi- 
neers appointed to examine it. 

In fire fighting, former Chief Croker 
of this city was wont to assert, time 
is reckoned by seconds, the delay of 
even a few moments in sotinding an 
alarm where values are so great as 
they are in the metropolis, frequently 
meaning the direct loss of thousands 
of dollars. Appreciating this fact it 
is no wonder that the insurance men 
have been greatly exercised over the 
antiquated system so long tolerated 
here, and which they have repeatedly 
but until now, fruitlessly sought to have 
improved. 

Commissioner Adamson is to be com- 
mended for the wisdom shown in 
promptly recognizing the peril created 
through continuance of the present 
alarm service, and for his zeal in seek- 
ing its betterment. His efforts are 
sure to have the backing of Mayor 
Mitchel and of the entire business in- 
terests of the community. May the 
too long delayed work speedily be con- 
summated. 





COMPANIES TO PAY BILL. 

About as ‘absurd legislation as has 
been proposed in a long time is the 
bill creating a fire marshal for Louisi- 
ana, whose duty it shall be to report 
all fires in the State and investigate 
such as in his opinion call for such 
procedure. For his services the mar- 
shal is to be paid a fixed fee per fire, 
and an allowance for traveling ex- 
penses. 

Under such an arrangement under- 


writers fail to see what inducement 
the marshal would have in reducing 
the number of fires, and naturally are 
not enthusing over the measure. 





RATE DISCRIMINATION 





Issue Between Various States Dropped 
With Retirement of W. T. Emmet 
From New York Department 





With the retirement of W. T. Emmet 
from the superintendency of the New 
York Insurance Department the ques- 
tion of rate discrimination between 
various states of the Union, which was 
pre-eminently to the fore about a year 
has been allowed to drop, for a time 
at least. 

The contention of Superintendent 
Emmet and the insurance commission- 
ers of several other States, was that the 
property-owners of their respective 
commonwealths were being charged ex- 
cessive fire insurance tariffs to offset 
the losses suffered in Kansas and other 
communities having State rate-making 
laws. Such discrimination, Mr. Emmet 
asserted was most unfair, and should 
be corrected. He proposed that the 
insurance companies tabulate in stand- 
ard form their experience in each of the 
states for a series of years, and pre- 
dicate their tariff upon the results thus 
shown. Mr. Emmet was especially 
severe in his arraignment of Kansas, 
whose then superintendent of insurance 
had ordered a flat reduction in the 
insurance rates in force, despite the 
emphatic assertion of underwriters that 
the old figures failed to yield the com- 
panies a profit. 





Walter G, Falconer, assistant secre- 
tary of the Hartford Accident, has had 
considerable experience in the Anti- 
podes. While in Australia Mr. Fal- 
coner was one of the committee of the 
Federal Council of Fire and Accident 
Underwriters of Australia; one of the 
workmen’s compensation rating com- 
mittee of New South Wales when the 
act came into force in that State, and 
was on the committee of the Fire Un- 
derwriters’ Association of New South 
Wales and on the rating committee of 
the latter association. At that time he 
had charge of the fire and casualty 
business of the General Accident in 
Australia. He was also vice-president 
of the Insurance Society of New South 
Wales in 1911-12 and was lecturer on 
casualty subjects to that society. 

* * a 

Richard S. Kissam newly appointed 
special agent for the New York sub- 
urban general agency of John G. Sim- 
monds, is well known to _ up-State 
agents, which territory he covered for 
the Niagara Fire for years. “Dick” was 
a clever special and usually man- 
aged to draw a substantial contingent 
in addition to his liberal salary. In 
company with John Molt, also a veter- 
an Niagara field man, Kissam opened 
a suburban special agency in New 
York a few years ago, later retiring 
from it to take the road. He knows 
the insurance business, and has a fol- 
lowing among the local men. 

O. E. Lane, assistant manager of the 
Yorkshire, is now homeward bound 
from the West Indies. 

™ a +. 

William H. Spiegelberg, manager of 
Jos. M. Byrne Co.’s Jersey City office, 
who was recently operated upon for 
appendicitis, is recovering. 

a 7 + 

James Hamel Moulton, of Moulton & 
Creighton, insurance brokers, Balti- 
more, died in a hospital after a brief 
illness. He was educated at Louola 
College and at Georgetown University. 
For some years he was first lieuten- 
ant of Company F, Fifth Regiment. 
Later he resigned his commission and 
entered the Fourth Regiment, becoming 
adjutant of that command, with rank of 
major. 


* * * 

Vice-President Howe, of the Niagara 
Fire, met with a painful accident a few 
days ago while in Liberty, N. Y., when 
he fell and broke his collar bone. 





The Human Side of Insurance 








LEON S. SENIOR. 


Leon S. Senior, who with Deputy 
Superintenent Hoey brought order out 
of chaos in the compensation situation 
in this State, following the passage of 
the act, has resigned from the insur- 
ance department where he was chief 
examiner of the Compensation Bureau, 
and has been appointed manager of the 
Compensation Rating Board. Thus, the 
Department loses another of its stars 
to the casualty field. In a recent issue 
The Wastern Underwriter told how 
Messrs. Senior and Hoey did remark- 
able constructive work by helping the 
companies form the inspection rating 
board, arrange for reinsurance and 
clear up the question of rates which 
had to be ready before July 1. As pre- 
siding officer of innumerable confer- 
ences between company officials and 
the mutuals Mr. Senior built for him- 
self a reputation for wit, incisive clear 
thinking and executive ability. He is 
a graduate of New York University 
and a member of the bar. He joined 
the New York Insurance Department in 
1907. Thirty-two stock companies and 
fifteen mutuals are in the Compensa- 
tion Inspection Rating Board. 

* *¢ & 


Judge James L. Nichols, president of 
the National of Hartford, is the sub- 
ject of an interesting paragraph in the 
Hartford “Courant” review of famous 
Hartford lawyers of to-day and yester- 
day. In discussing the president of 
the National Fire the “Courant” says: 

Judge James Nichols, president of 
the National Fire Insurance Company, 
abandoned the practice of law for the 
insurance field. He like others who 
had been connected with law practice 
in this city was born in Newtown on 
December 25, 1830. He was admitted 
to the bar in this county in 1854, and 
began practice here. He was at one 
time assistant clerk of the superior 
court. In 1861 he was elected judge 
of probate in this district. In 1867 
he abandoned law practice and for sev- 
eral years he had been president of 
the National Fire Insurance Company, 
a post he now holds. 

= - a 

F .C. Buswell, vice-president of the 
Home, chairman of the executive com- 
mittee of the Eastern Union, a leader 
in the councils of the National Board, 
and generally one of the most profitably 
busy fire underwriters in the country, 
left for the Canadian woods on Wed- 
nesday. For four solid weeks he will 


try hard to forget schedule rating, con- 
flagration reserves and kindred prosaic 
subjects, speculating instead as to the 
probable weight of the “day’s catch,” 
for the land to which he is hurrying is 
a fisherman’s paradise. 


ey 


William B. Clark, president of the 
Aetna Insurance Company, celebrated 
his seventy-third birthday recently. 
When he reached his office he found 
his desk covered with flowers. 

Mr. Clark fills a very large place in 
the business, social and religious lite 
of Hartford outside of insurance cir- 
cles, and only a man of the most sys- 
tematic methods and of unusual eca- 
pacity for work could hope to respond 
to the very numerous demands which 
are made upon his time and attention. 
He is a director in the Travelers in- 
surance Company and he is a trustee 
of the Fidelity Trust Company, the 
Society for Savings, the Mechanics 
Savings Bank and of the Holland Trust 
Company of New York city. He 1s 
also one of the corporation of the 
Hartford Hospital and a trustee of the 
Retreat for the Insane. Mr. Clark was 
president of the National Board ot 
Fire Underwriters during 1896 and 1397 

In politics he is a staunch Renup- 
lican. He was a member of the Wide- 
Awakes and he took an active part 
n the doings of that organization in 
1861. He has been an enthusiastic 
supporter of the Republican party ever 
since. 

Mr. Clark was born in Hartford, 
June 29, 1841. His ancestry is traced 
to English stock, the first progenitor 
of the name being John Clark, who 
came to Cambridge, Mass., not many 
years after the Pilgrims landed in 
America and through whom the fam- 
ily descended to Revolutionary times. 
Abel, one of the descendants, was one 
of the seventy signers of the historical 
document of September 3, 1775, agree- 
ing to go to the relief of the besieged 
inhabitants of Boston. 

William B. Clark’s boyhood was 
passed and his education acquired in 
Hartford. Leaving school, he served 
for a short time on the newspaper. In 
1857 he entered the office of the Phoe- 
nix Fire Insurance Company, of which 
he became secretary in 1863. In De- 
cember, 1867, he was chosen assistant 
secretary of the Aetna Insurance Com- 
pany, a high honor for a man in his 
27th year. He remained in that posi- 
tion for twenty-one years, or until the 
death of President Hendee made a 
number of changes necessary in the 
Company. In September, 1888, Mr. 
Clark, by unanimous vote of the dil- 
rectors, was advanced to the vice- 
presidency. On the death of Presidept 
Goodnow, in 1892, Mr. Clark succeeded 
to the presidency of the Company, his 
selection being most highly commend- 
ed by all authorities in insurance cir- 
cles in Hartford and elsewhere. Mr 
Clark became president upon the 
twenty-fifth anniversary of the date he 
entered the employ of the Company 
and both events were duly celebrated 
by a reception at the Company’s office. 

+ * - 


Judge Frank Hasbrouck, William H. 
Hotchkiss and William Temple Emmet 
are all figuring in the political news. 
Mr. Hotchkiss made several pilgrim- 
ages to Oyster Bay and was several 
times mentioned in the papers 1s a pos- 
sible candidate for Governor on the 
Progressive ticket. Judge Hasbrouck 
gave out a political interview last 
week; and William Temple Emmet 
was appointed on a committee of dis- 
tinguished Democrats. Judge Has- 
brouck is now Insurance Superintend- 
ent of New York; and Messrs. Hotch- 
kiss and Emmet are predecessors in 
the cffice. Despite political prominence 
of some persons in it there is no 
politics in the remarkably efficient 
New York Department. 

- * + 

Robert H. Davenport, secretary of 
the Berkshire Life Insurance Com- 
pany of Pittsfield and Miss Hazel M. 
Whitcomb of Lowell, Mass., were mar- 
ried on the 9th inst. After a wedding 
trip Mr. and Mrs. Davenport will re- 
side in Pittsfield. 
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HOLD MEETING AT LOON LAKE 


DISCUSS NEW FARM SCHEDULES 








Underwriters Association of New York 
State Has Been at Work on 
New Rates 





The Underwriters Association of New 
York State is in session this week at 
Loon Lake, where in addition to busi- 
ness sessions there are social and ath- 
letic features of interest. 

One question up for discussion is a 
new schedule for farm and unprotect- 
ed risks that will be issued and over 
which the association has been work- 
ing for some time. The specials hope 
that the new farm schedule will be 
promulgated without the friction that 
accompanied the issuance of the dwell- 
ing schedule, which for the time being 
caused considerable excitement among 
agents. The principal plaints of the 
agents was that they did not have 
enough notice of the new dwelling sched- 
uleand the changes in foimsand claus- 
es. As will be remembered agents went 
to the Insurance Department and com- 
plained of the action of the state asso- 
ciation, saying that they should have 
been consulted in the making of the 
rates. The situation was most acute in 
Rochester, Troy and Albany. 


Claimed to be Rate-Making Bodies. 

During the turmoil the agents in 
Troy and Albany dug up old charters 
from the state, giving them rate-making 
functions. The Troy agents filed with 
the department the rates of the State 
association, but marked them “rates of 
the Troy Board.” In Buffalo individ- 
ual ratings were made. In Rochester 
agents finally accepted the inevitable, 
after a conference with special agents 
which broke up, apparently, without 
definite result. In Syracuse the local 
association was dissolved, the excuse 
given being that the state association 
had deprived them of reason for exist- 
ence. 

It is presumed that the agents will 
be given adequate notice of the farm 
and unprotected risk schedule so as to 
avoid the scenes that followed the 
dwelling promulgation. 

Await Department Report. 

Considerable interest is evinced in 
the forthcoming report of the Insur- 
ance Department with regard to the 
Underwriters Association of New York 
State. Mr. Deutschberger, head of the 
rate discrimination bureau, returned 
from Syracuse this week, where he 
conferred on Monday with officers of 
the state association. It is reported 
that the state association is doing ev- 
erything possible to make the reforms 
which the insurance department asked. 


ADDS TO ITS FIELD ' FORCE. 





National Fire Appoints R. C. Alton 
Special Agent in Southern 
New York. 





Always alert to aid its local repre- 
sentatives in securing new business or 
in handling that already obtained, the 


National Fire of Hartford has made an | 
important appointment at New York. | 


R. C. Alton has been appointed spe- 
cial agent for the important suburban 
territory and will act as general aid to 
L. C. Breed, for some years past the 
company’s representative in the field. 


Mr. Breed will devote himself more es- | 
pecially to helping agents in connec- | 
tion with brokerage lines controlled in | 


this city and has already proposed 


plans that should prove most effective. | 


Both Mr. Alton and Mr. Breed are 


young men who have been trained in | 
the efficient National school and have | 


made the most of their opportunities. 


Mr. Alton was for eight years at the 


company’s head office, latterly as ex- 


aminer of New York suburban business. | 


The problems of the field are measura- 
bly familiar to him, and he has an ex- 
tended acquaintanee with the local 
agents which will serve him in good 
stead. 


Mr. Breed is, of course, well known | 


here and highly popular. The new com- 
bination and service is one that should 
prove decidedly helpful to agents, bro- 
kers and company, and we confidently 
predict that it will. 





DEPARTMENT TAKES A’ HAND 





New York Insurance Officials Are 
Studying Lines Carried by 
the Mutuals 





The New York Insurance Depart- 
ment is looking into the question of 
what effect the Salem fire will have on 
the writing capacities in New York 
State of mutuals and other foreign com- 
panies licensed in this State. The sur- 
pluses of some of the mutuals has been 
impaired so much that the legal max- 
imum of 10 per cent. of the policy hold- 
ers’ surplus on a single risk will fall 
below the amounts the mutuals are now 
staking in many single buildings. The 
amount at risk in the Naumkeag mill 
was an eye-opener to many people. The 
mutuals are on many plants of large 
value in this state. The Naumkeag 
loss to surplus of the mutuals was as 
follows: 
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MIDDLE DEPARTMENT MEETING 
Agents in Atlantic City This 
Week—New Jersey Field 

Club 


Special 





The mid-summer meeting of the Un- 
derwriters Association of the Middle 
Department was held in Atlantic City 
on Wednesday of this week, being pre- 
ceded the day before by a meeting of 
the executive committee. It was more 
of a social than a business session, 
many of the members bringing their 
wives to the seashore. 

Among the questions brought up for 
consideration was that of the market 
value clause, which will not down. The 
Middle Department Association’s activi- 
ties have been pretty well ventilated 
during the past few months by the 





Baldwin investigating committee from 
the state legislature, and the members 
are anxiously awaiting the report oi 
the investigating commission. Repre- 
sentatives of the association have ap 
peared before the commission on vari- 
ous occasions. 

At the gathering in Atlantic City it is 
thought that the question of a dinner 
to the New Jersey Field Club, will be 
aired. It is said that Colonel Frank 
Taylor, of the Hartford, contemplates 
giving such a dinner. 

The new field club, composed of mem- 
bers of the Eastern division of the 
Underwriters Association of the Mid- 
dle Department, is a success. 





One of the insurance companies has 
been sued in Utica, N. Y., by Moses 
Bucklin, a gypsy, who seeks to recover 
$3,800 for the loss of three wagons, the 
interior of which were made of mahog- 
any, hand carved. These were burned 
while in a barn. Appraisers were ap- 
pointed to value the vehicles. 











FRED. S. JAMES 





“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS. FRANCE 
ESTABLISHED 1838 


Agencies Desired in the Principal Cities and Towrs 


FRED. S. JAMES & CO. 


UNITED STATES MANAGERS 


No. 


123 WILLIAM STREET 


NEW YORK CITY 


GEO. 


W. BLOSSOM 
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MERCANTILE SCHEDULE. 





Underwriters Wondering Why That 
Adopted in ‘New York Months 
Ago is Not Applied. 


Inasmuch as the Underwriters Asso- 
ciation of New York State adopted a 
revised mercantile schedule months 
ago, managing underwriters are not 
unnaturally wondering why it is not be- 
ing applied. 

As Buffalo is peculiar in that it 
has a number of risks in which the 
light manufacturing hazard is associ- 
ated with the average mercantile risk, 
the revised schedule was accepted by 
the State Association with the pro- 
viso that certain agreed modifications 
therein be prepared by Secretary Pot- 
ter of the State organization and Sec- 
retary Sigeson of the Buffalo Associa- 
tion. 

‘As the work was of a very minor 
character the supposition was that it 
would be attended to promptly and the 
schedule. put forth long before now. 





REVISION PROBABLE. 





Present Philadelphia Agreement Fails 
of Extended Company 
Support. 





signatures having 
been secured to the latest company 
agreement proposed for Philadelphia, 
the measure will likely be withdrawn 
for careful revision. Once this be done 
in conformity with suggestions made 
to the committee having the matter 
in charge, company managers. will 
again have opportunity to sign up, and 
it is expected the great majority of 
them will do so. 


But twenty-five 





SPRINGFIELD FORCES ISSUE. 
(Continued from page 1.) 
rected to the violation and their sur- 
render of the companies’ representa- 
tion requested. If, as is highly prob- 
able, this be refused, appeal to Gurney 
and Overturf to resign the Springfield 

connection will be made. 

Unquestionably, every contingency in 
connection with the matter has been 
carefully weighed by the management 
of the Springfield and due provision 
made therefor. 

The issue is squarely presented, the 
Springfield F. & M., a powerful corpor- 
ation and its underwriting head, Vice- 
President Galaear, known as a deter- 
mined fighter. The next move tried 
will be watched closely by agents and 
managers, not only in Buffalo, but all 
over the country. 

Among other prominent companies 
represented in Buffalo and without an- 
nexes are the Agricultural, Aetna, Glens 
Falls, North British & Mercantile, Com- 
monwealth, Liverpool & London Globe, 
Royal, New Hampshire, Queen, and the 
Pennsylvania. 





WHAT MUTUALS LEARNED. 





Severe Exposures Must be Offset by 
Parapetted Brick or Concrete 
Walls, 





In view of the arguments made by 
representatives of factory mutuals to 
the effect that risks assumed by mutuals 
are not subject to a conflagration 
hazard it is interesting to note the 
explanation of the Boston Manufactur- 
ers’ Mutual Fire Insurance Company 
regarding the Salem fire. That Com- 
pany, in commenting on the Naumkeag 
Steam Cotton Company’s fire, says in 
part: 

“The whole plant except two store- 
houses was destroyed with a loss of 
something over three million dollars. 
The occurrence is unfortunate and all 
due to an unusual and unforseen com- 
bination of circumstances. It comes at 
a time when the internal hazards in 
cur risks had been brought more near- 
ly under control than ever before. It 
shows that external hazards such as 
have grown up here, in more recent 
years may prove more dangerous than 
has been supposed. This condition 
must now be met wherever it exists 
and following true mutual principles, 
proper safeguards applied. 

“The main lesson is that severe ex- 
posures must be offset by parapetted 
brick or concrete walls, with windows 
and other openings protected, that is, 
by fixed features of construction not 
dependent entirely upon human action, 
and in some cases increased water 
supplies may be essential. Window 
protection will require shutters or wired 
glass or both, and outside sprinklers 
may be a valuable aid. Wired glass 
windows alone will not withstand a 


severe exposure fire, and heat is easily | 


transmitted through them.” 





LARGER MAINS FOR BOSTON. 

Since February 1 the water main ser- 
vice of Boston has been extended 19,- 
580 feet, the size of pipes laid varying 
from 8 to 16 inches. In the same 
period 19,445 additional feet of pipe 
was relaid, the old pipe, which for the 
most part was of the 6-inch type, be- 
ing replaced by 10 to 12 inch sizes. 








NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1914 





LIABILITIES 
CI iss rikcdedeckssscotedess stcevcedeta $2,000,000.00 
Reserve for Re-Insurance.,................-..+00 8,140,336.00 
Reserve for Outstanding Losses.................- 612,523.00 
Special Reserve for Contingent Liabilities ....... 300,000.00 
Be Ge BOD oon cov ctceccvsecussecisesesies 350,462.00 
Ny ka siadinbccctinccuncodsentnssudusevees 4,082,441.00 
Ns 05 insinss ecebcine civenncepentesined $15,485.762.00 


H. A. SMITH, Vice-President 

Assistant Secretaries 
F. D. LAYTON Ss. T. MAXWELL Cc. S. LANGDON 
SURPLUS TO POLICYHOLDERS $6,082,441.n0 


JAMES NICHOLS, President G. H. TRYON, Secretary 








Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr, 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 


q 








SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 


Licensed in Illinois 
Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 


MARSH & McLENNAN 


INSURANCE EXCHANGE 
CHICAGO, ILL. 


New York Chicago Minneapolis Duluth 



















F. H. HAWLEY, Pres. 


ORGANIZED 1848 W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
AN AGENTS COMPANY 


E. K. SCHULTZ | LOGUE BROS. & CO. 





PHILADELPHIA PITTSBURGH 
General Agent General Agents 
Eastern Pennsylvania, New a 
Jersey and New York Western Pennsylvania 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by had 





office in Liverpool 





U. $. Cash Assets, Dec. 31, 1913 $14,261,648.20 
4,629,018.15 
3,239,491 .00 
1,427,290.00 

1,051,543.00 


Surplus, ea) eo Se 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 






Liverpool 


mmo FE ondon 
ame Globe 
Insurance Zo, 


Over $137,000,000.00 


Losses Paid in the United States 





HENRY W. EATON, MANAGER 


G. W. HOYT, DEPUTY MANAGER 


J. B. KREMER, ASST. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


NEW YORK OFFICE 
80 William St. 


CIMICED 
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WHAT AGENTS WILL DISCUSS 


THE PROGRAM AT MINNEAPOLIS. 


Reinsurance, Workmen’s Compensation, 
Agents’ Qualifications, Brokers, Un- 
derwriters’ Agencies are Topics. 


The Eastern Underwriter prints here- 
with a copy of the program for the 
annual convention on August 17, 18 
and 19 of the National Association of 
Insurance Agents. It will be seen that 
the topics which the agents this sum- 
mer regard as most vital are agents’ 
qualifications, reinsurance, underwriters’ 
agencies, State regulation of insurance, 
workmen’s compensation, brokers and 
overhead writing. 

In sending out the program, James 
H. Southgate, chairman of the program 
committee, calls attention to the fact 
that there are few set addresses, and 
that special emphasis will be laid upon 
the impromptu discussion. 

As was predicted a special session 
has been set aside for the agents who 
handle casualty as well as fire insur- 
ance. One topic to be discussed at 
this session is the advantage of cas- 
ualty lines to fire agents. The official 
program follows: 

Opening Session, 
Monday, 11 to 2 o’clock. 

Address of Welcome: Mayor Wallace 
G. Nye of Minneapolis. 

Response: Thomas C. Timberlake, 
Louisville, president Kentucky Associa- 
t.on of Insurance Agents. 

President’s Address: C. F. Hildreth, 
Freeport, Il, 

Address: “Agents’ License and Quali- 
fication Laws,” J. A. O. Preus, Insur- 
ance Commissioner, St. Paul, Minn. 

Reports: 

Executive Committee: 
chairman, Buffalo, N. Y. 

Legislative Committee: Geo, D. Mark- 
ham, chairman, St. Louis. 

Joint Conference Committee: 
Woodworth, chairman, Buffalo. 

3ievance Committee: J. K. Livings- 
ton, chairman, Detroit. 

Organization Committee: F. F. 
Warner, chairman, Salem. 

Appointment of Committees: 

Note:—The Committee on Nomina- 
tions and the Committee on Resolutions 
are formed by the selection of one 
delegate for each committee from each 
of the State associations represented 
in the convention; said selections be- 
ing made by the delegates present from 
the various States. The delegates are 
requested to make their selections 
early and hand the nominations to the 
secretary as soon as possible. 

Introduction of Resolutions: 

Note:—All resolutions introduced are 
referred to the Committee on Resolu- 
tions for consideration, tut if desired, 
may first be discussed on the floor. 
Resolutions introduced in the final ses- 
sion will be referred to the incoming 
Executive Committee. 

Monday afternoon, 3 o’clock, motor 
ride, supper at Country Club. 

Second Day. 
Tuesday morning 10 o’clock. 

Address: “Jumbo Lines and Reinsur- 
ance Treaties,” James J. Joseph, vice- 
president Sterling Fire Insurance Co. 

Discussion: Distribution of Lines and 
Exchange Business? Is Further Legis- 
lation Necessary? 

Address: “Underwriters’ Agencies,” 
Rufus M. Potts, Superintendent of In- 
surance, Springfield, IIl. 

Discussion: How Can Agents Best 
Assist the Companies and Insurance 
Commissioners to Solve This Question? 

Discussion: State Legislation and 
Regulation: Is There Over-Legislation 
on Insurance? Jf so, What Is the 
Remedy? 

Discussion: Experience Under State 
Agents’ and Brokers’ License Laws. 

Discussion: Overhead Writing and 
Outside Brokers. 

Introduction of Resolutions. 


Casualty Section. 
Tuesday afternoon, 2 o'clock. 


E. C. Roth, 


C. H. 





Election of Chairman and Secretary. 

Organization of Section. 

Discussions: 

1. Workmen’s Compensation. 

2. State Insurance. 

3. Advantages of Casualty Lines to 
Fire Agents. 

4. Co-operation of 
Agents and General Agents. 

5. Best Methods of Extending the 
Association’s Casualty Work. 

General Business. 

Third Day. 
Wednesday morning, 10 o’clock. 

Address: “Co-operation of Insurance 
Interests,” W. S. Diggs, Cincinnati, 
president Ohio Insurance Federation. 

Discussion: How Can the General In- 
terests of the Business Be Advanced 
by Concerted Action Among the Vari- 
ous Insurance Organizations? 

Discussion: Unauthorized Insurance 

Discussion: Uniform Blanks. 

Discussion: Return Commissions ia 
Defunct Companies. 

Introduction of New Business. 
Afternoon Session, 2 O'clock. 
Report of Committee on Resolutions. 

Discussion. 
Report of Committee on Nominations. 
Discussion: National Regulation of 
Insurance. 
Discussion: Uniform Credit Rules. 
Invitation for Next Annual Meeting. 
Adjournment. 


Companies, 





USE AND OCCUPANCY RATES 


Underwriters Association of New York 
State Asks Views of Companies 
on Determining Same 


Secretary Potter, of the Underwriters 
Association of New York State has writ- 
ten to companies asking them for their 
views as to arriving at rates for use 
and occupancy form of insurance. Here- 
tcfore, the rate up-State on this class 
of business has been the lowest pub- 
lished building co-insurance rate. Mr. 
Potter wants to get the idea of the 
various companies as to whether any 
better method can be devised for prom- 
ulgating these rates. 

Many companies favor the plan fol- 
lowed by the Rating Bureau of New 
Jersey in treating each risk upon its 
particular merits, just as is true of the 
strictly fire hazard. It is recognized 
for example that a marked difference 
in rate should obtain upon properties 
where the machinery and other equip- 
ment burned can be quickly replaced 
and that where such material must be 
made specially or purchased abroad. 





INVESTIGATE LOSS 


Agent and Assured Disagree About 
Closing Down Permit of Oconee 
Cotton Mill 


The Oconee cotton mill loss in 
Dublin, Ga., a sprinklered risk, which 
carried $133,000, and was insured by 
the Continental, has not been adjusted 
yet. It is said that there is a dispute 
between the agent and the assured as 
to the closing down privilege. The mill 
was shut for some months and the 
agent claims that this permit had ex- 
pired, while the assured disagrees. 

The plant was equipped with Grinnell 
sprinklers, which were rendered inef- 
fective through lack of sufficient water. 





ELECT TOBIN SECRETARY. 


President of Underwriters’ Association 
of New York State Honored 
by Automobile Club. 


The Automobile Club of Rochester 
has elected Charles M. Tobin, special 
agent of the Commercial Union and 
president of the Underwriters’ Associa- 
tion of New York State, as its secre- 
tary. 

Mr. Tobin has lived in Rochester for 
eight years, going there from San 
Antonio, Tex. Recently, he was elected 
captain of Troop H of the State Cavalry, 


CONFLAGRATION HAZARDS 


VIEWS OF GEORGE L. SHEPLEY. 


Providence Insurance Man Taking Lead 
in Movements for Building Safety 
in That City. 


Colonel George L. Shepley, of 
Starkweather & Shepley, Providence, 
and former Lieutenant Governor of 
Rhode Island, is taking the lead in the 
agitation in Providence for better fire 
prevention. During the week J. H. 
Howland, of the National Board of 
Fire Underwriters, was in Providence 
and appeared at the City Hall taking 
part in a fire prevention conference. 
Mr. Howland said that it was about 
time Providence awoke to the condi- 
tions which exist in that city with re- 
gard to dangerous fire hazards. 

Wood-Built Cities. 

Colonel Shepley made the following 
statement this week in regard to con- 
filagration hazards: 

“We have large areas of the city, not 
alone the one under particular discus- 
sion, but many others, crowded closely 
with frame buildings, with square miles 
of shingle roof over them, under the 
intelligent charge of a fire department 
well informed as to their responsibility, 
and water supplies fitted only for a 
conservative struggle, but neither com- 
petent to cope with a fire of a con- 
flagration character. 

“To create a fire department which 
would be competent to do this would 
put an enormous burden of expense on 
the city and create taxation that would 
be intolerable. 

“There are scores of American towns 
and cities that can relate their experi- 
ence coming from compact sections 
built entirely of wood. The last ex- 
perience here in New England occurred 
only a few days ago in Salem, Mass., 
where conditions were almost precisely 
similar to those here. 

“T recall one startling illustration of 
what may be done in a wooden town, 
in referring to Jacksonville, Fla., where 
about 10 years ago substantially the 
whole city was laid waste from a seri- 
ous fire starting in its wooden dwelling 
‘section, 

“Furthermore, the great fires or! 
Boston and Chicago, which occurred in 
1871 and 1872 were largely due to the 
spread of flames in buildings of frail 
construction, although nominally of 
brick and stone, flimsily built and which 
would not be erected to-day under our 
present building laws. 

“To what avail is a continuance of 
present conditions? Who profits by it? 
Who is going to profit by it? Who is 
going to lose by it? Will we be the 
gainer if we burn our city up, collect 
millions of insurance, throw thousands 
of people out of employment, break up 
the business organizations which exist 
and scatter them all over the other 
sections of the country? Supposing we 
collect $40,000,000 of insurance, more 
er less—and far more property than 
this can be destroyed in the city ot 
Providence in a single fire, probably 
thousands of lives lost and the city set 
back 20 years or more in its progress 
and many millions added to its debt! 
It will add one more to the list and 
we will be wiser and sadder. That's all. 

Worse Than London. 

“IT have always felt that the city of 
London in England was particularly 
vulnerable and subject some day to a 
great fire, but London is a thousand 
times safer than is Providence. Their 
dwelling section is safe. Their busi- 
ness center is vulnerable. I feel but 
little concern about a serious fire in 
the center of our city, but I am con- 
cerned with the increasing danger 
which confronts us on every side and 
which imperils the business com- 
munity. 

“In a previous discussion of this sub- 
ject at the City Hall, where we sought 
to eliminate the shingle roof hazard in 
Providence, we were confronted with 
the argument that we were putting a 
burden on the poor man in making him 
spend more money on the roof of his 


house than he could afford, and this 
plea was urged as a reason for con- 
tinuing the allowance of the cheapest 
of roof materials, until it was finally 
asserted by a well-known architect that 
the difference in cost in slate over 
shingles at that time for the conven- 
tional 26x40 2%-story pitcied roof tene- 
ment house was only about $75, and 
since that time other roofing materials 
have come in vogue which are not 
much more expensive than wood, but 
far more economical, in that they have 
greater endurance; so that it cannot 
be urged that we are putting a burden 
on the poor man by insisting on a 
roof covering of a protective character 
and forcing him to add a trifle to the 
cost of his dwelling. But even if the 
ecst Was considerably more there is 
absolutely no reason why we shoula 
endanger the very life and prosperity 
of our city and imperil the interests 
of everybody by continuing to tolerate 
conditions which will bring us into the 
position some day, without doubt, 
where we shall bitterly regret our 
carelessness. 

“We have good fire protection, but 
we have the rottenest of conditions in 
the way of security from the danger 
of a sweeping fire; and what are we 
going to do about it? 

“We grow careless and thoughtless 
under conditions which seem to the out- 
side unsafe. The people in San Fran- 
cisco in 1906 claimed that their city 
was immune from fire, for, as they 
said, redwood will not burn; but red- 
wood did burn, and, aided by a crippled 
water works, together with the damage 
occasioned by an earthquake, furnished 
the world with a colossal exhibition 
of what it is possible for a conflagra- 
tion to do in a comparatively small 
American city. 

“There is no argument in San Fran- 
cisco to-day concerning building laws, 
and their great desire is to avoid a 
repetition of the experience they have 
had. The appeal that I am making on 
behalf of the insurance interest is: 

“First, the extension of the so-called 
first building district of the city of 
Providence, to cover the entire city, as 
far ag business and manufacturing 
buildings are concerned. 

“Second, that the frame dwelling as 
at present constructed, be no longer 
tolerated anywhere within the city lim- 
its, unless it be for a one-family house, 
not to exceed two stories in height, and 
even then with all roofs covered with 
fire-resisting material. They 
should not be built any closer to each 
other than 40 feet between the nearest 
points, unless with a close fire wall 
on the exposed side, which shall be 
parapet at least two feet above the 
roof, and which shall contain no open- 
ings except those protected by proper 
fire-resisting shutters or wire glass 
windows of standard construction. 

“Third, that the large area, inflam- 
mable tenement houses, no matter if 
detached from all other buildings, no 
longer, be allowed to be erected. 

“Fourth, that the law on storage and 
care of explosives be still further 
amended, and that the charge of the 
operation of this bill and the privileges 
granted thereunder be no longer vested 
in the City Council, but under the 
control of the Fire Commissioners.” 


some 





Norristown, Pa., recently invited 
bids for insurance running from $50,- 
000 to $350,000 on the Court House. 
When bids were received the local 
papers seemed indignant that there 
were deficiency charges. 

FREE TORNADO INSURANCE, 

Some of the large special risks be- 
ing solicited by the companies are de- 
manding free tornado insurance. 





BAGGAGE TICKETS. 
The St. Paul Fire & Marine is issuing 
for the Hamburg-American Line tourist 
tickets for short terms, each repre- 


senting $150 insurance, at the rate of 
25 cents a week. 
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BROKERS’ ACTIVITIES 











National to Help Metropolitan Brokers. 

Closer co-operation between National 
Fire agents in the suburban territory 
and metropolitan brokers controlling 
business in the former field is the pur- 
pose of a new departure by the com- 
pany mentioned in detail elsewhere in 
this issue. The National has extended 
carrying facilities, is liberal as to lines 
and classes and prompt and equitable 
in the settlement of losses. 

* x * 


Placed by New York Brokers 

Samuels, Cornwall and Stevens, of 
this city, recently placed a line of $165,- 
000 on the plant of the Eastman Cotton 
mills of Eastman, Ga. The brokerage 
firm specializes on cotton and cotton oil 
mills, and much of the insurance busi- 
ness of the South of this character 1s 
handled by them. 


Cornwall Coming Back. 


H. C. Cornwall, of Samuels, Corn- 
wall & ‘Stevens, will return from 
Europe in about ten days. 


4 
. * * * 


Open at Nights. 
A number of brokerage offices have 
been keeping open at night during the 
compensation rush. 





AN INSURANCE CRITIC. 





George H. Holt’s Comments on (Under- 
writing Practices Look Foolish 
After Salem. 





George H. Holt, of the Policy Hold- 
ers’ Union, Chicago, does not like the 
way that the fire insurance business is 
being conducted, and said so to the ex- 
tent of thousands of words in an ad- 
dress before the National Basket and 
Fruit Package Manufacturers’ Associa- 
tion in Cincinnati. Claiming to possess 
au inside view, he calls the agency sys- 
tem vicious, fire protection propaganda 
a bluff, and discredits all insurance sta- 
tistics. The extravagence of his utter- 
arces is seen in his comment on c 
flagrations: 

The extra charge which the com- 
panies nominally include in the rate 
to cover the percentage of conflagra- 
tion loss, is not held for or devoted 
to that purpose, but is dissipated in 
expenses and the purchase of new 
business so that when the calamity 
arrives the fund has flown, and com- 
panies either fail or their stockhold- 
ers go into their pockets and pay 
back some of the dividends which 
they have received, or put up new 
money to save the business. Ye‘ 
they fight to perpetuate that kind of 
a system. 


REDUCING THE HAZARD. 





Pittsfield, Mass. Fire Chief Orders a 
Number of Wooden Buildings 
Torn Down. 





As the initial step in the fire hazard 
reduction program determined upon by 
the Pittsfield, Mass. authorities, four 
wooden buildings in the rear of 45 
Clapp avenue, were ordered torn down 
by Fire Chief W. C. Shepard on Friday 
last. It is intended to clean-up. the 
business section of the city, where the 
fire hazard is regarded as serious, and 
the authorities will prosecute the work 
steadily until the end they seek is at- 
tained. 





Fire in the boiler room of the Bal- 
bach Smelting and Refining Company, 
Newark, started when ag fuse blew out 
at a switchboard while a large electric 
truck was being recharged. The loss 
was about $1,000. 


NEW YORK FIRE ALARM SERVICE 





Commissioner Adamson Determined 
That City Secure Better 
Protection 





Recognizing the grave need for im- 
proving the thoroughly antiquated fire 
alarm service of New York city, Fire 
Commissioner Adamson is energetically 
working to that end. 

Pending the appropriation by the city 
for the installation of an entire new 
service the commissioner will estab- 
lish an emergency system, occupying 
as headquarters therefore the Plaza 
Central building of the New York Tele- 
phone Company on East 58th street. 

Writing Mayor Mitchel upon the sub- 
ject, Mr. Adamson said in part: 

“Every fire house in the city is now 
connected by telephone with fire head- 
quarters, the wires for such connec- 
tion being leased from the telephone 
company.” Mr. Adamson held further: 
“All these circuits are to be so 
changed that at a moment’s notice, by 
merely throwing over a switch, they 
can be centered in the emergency sta- 
tion in Fifty-eighth street, and in five 
minutes’ time the operators from head- 
quarters can be transferred from fire 
headquarters to this station and the 
system put in operation. 

“The entire police telephone system, 
consisting of 720 boxes, is also to be 
connected with this emergency central 
by means of two direct trunk lines 
from Police Headquarters to the Plaza 
Central. Thus policemen in any part 
of the city can transmit alarms without 
delay. 

“The emergency system will be en- 
tirely a telephone system, but it will 
be a thorough one, connecting directly 
with every fire house in the city and, 
through the Police Headquarters, with 
every police station and with every po- 
liceman on his beat. Of course, alarms 
may be telephoned by citizens directly 
to the emergency alarm station, ar- 
rangements having been made for all 
of this kind to be given precedence 
over all others.” 





FREAK LOSS IN SALEM 





Woman Moved Furniture From House 
That Didn’t Burn—To Build- 
ing That Did 





Among the unusual claims for loss 
growing out of the Salem fire was one 
that came to the Niagara. A woman 
who owned qa house apparently in the di- 
rect path of the flames became alarmed 
and telephoned her son, who owned 
a garage to come and remove her fur- 
niture to his place. By a queer turn 
of fate the garage burned and the 
dwelling did not. The question was 
whether to pay for the furniture loss 
inasmuch as the assured had no fire. 
The loss was paid as it was the as- 
sured’s intention to save the property 
when she moved it. 





Kansas Case Pending. 

No developments have taken place 
in the Kansas rate case during the 
past week, nor is it likely there will 
be until the insurance companies file 
their brief in court setting forth their 
reasons for asking an increase in pres- 
ent rates upon mercantile properties. 

It will be recalled that two or three 
years ago the then superintendent of 
insurance, C. H. Barnes, ordered a re- 
duction of 12 1-2 per cent. upon the 
mercantile tariffs, maintaining that 
that figure represented the average 
cut in rates secretly made by a number 
of offices. Protest against this ab- 
surd ruling proving futile, the com- 
panies prepared for a court review of 
their experience, and this will be had 
over certain data now in process of 
compilation shall have been fully se- 
cured and analyzed. 





The Canadian Fire Underwriters As- 
sociation has elected as its president 
J. Gardner Thompson, manager of the 
Liverpool & London & Globe and presi- 
dent of the Liverpool-Manitoba Assur- 
ance Company. 


| 


TO MEET AT WINONA LAKE. 





Ohio Farmers Agents in Indiana Will 
Have a Convention 
July 21-22, 





The Ohio Farmers Insurance Com- 
pany, which stands in a particularly 
close relation with its local representa- 
tives, will be the magnet which wiil 
attract a number of Indiana agents to 
Winona Lake, Ind., on July 21-22. The 
agents in Indiana representing the Ohio 
Farmers have an association of their 
own. The meeting will start with a 
talk on the relation of the inspection 


bureau to the local agent made by E. | 


M. Sellers, of Indianapolis. 


President | 


F. H. Hawley, of the Ohio Farmers, | 


will discuss matters of interest with 
the agents. Memorial resolutions cov- 
ering the death of N. R. Chalfant, of 
Le Roy, will be read also. 

On the second day there will be a 
splendid musical program in addition 
to speeches. J. W. Kirkpatrick, of 
Muncie, president of the association, 


will be one of the speakers, as will | 


W. E. Haines, of Le Roy, and C. B. 
Fitch, of Ft. Wayne. 





Emory H. English, former secretary 
of Governor Clarke, has been appointed 
insurance commissioner of Iowa. 








QUEEN 


ins. Cc. of America 
YEW YORK. 











DECORATIVE SPRINKLERS. 

The General Fire Extinguisher Com- 
pany has taken an important step in 
the matter of sprinkler protection for 
decorative interiors. After several 
years of experin:entation it has had ap- 
proved by the underwriters’ laboratories 
a tin plated sprinkler head, a brass 
plated head and an oxidized bronzed 
head. One of these three types wil 
merge into the color scheme of any 
ceiling. 

The Grinnell sprinkler system in the 
Lord & Taylor store, Fifth avenue, New 
York, is of the new decorative type. 
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New Jersey Notes 


SUED FOR $2.75. 





Red Bank Insurance Agent Wants 
Payment for Premium—Ancther 
Verbal Agreement. 





Herschel Birdsall, a Red Bank in- 
surance agent, brought a suit a few 
days ago before Justice Harry C. 
Badeau to recover $2.75, which was 
the premium on a fire insurance policy 
held two and a half months by Millard 
F. Tetley on his house. Mr. Birdsall 
testified that he wrote an insurance 
policy On the house before Mr. Tetley 
bought it last year. He said that about 
the time this policy expired he met 
Mr. Tetley on the street and asked 
him if he wanted the policy renewed. 
He said that Mr. Tetley told him to 
renew it. 

Mr. Tetley testified that he did not 
tell Mr. Birdsall to renew it. He said 
that Mr. Birdsall was not a customer 
of his and that he had decided to give 
the insurance business to someone who 
traded with him. 

Justice Badeau gave a decision in 
favor of Mr. Birdsall, as he said that 
Mr. Tetley’s property was protected 
while he held the policy. The justice 
said Mr. Tetley should pay the pre- 
mium because in case of loss the policy 
would have been paid. Mr. Tetley said 
he would appeal the case. 





NEW AGENCY FOR MERRILL. 

The agency for the New Hampshire 
Fire has been given to Robert D. Mer- 
rill, of East Orange, N. J. He also 
represents the Queen, National Fire, 
Commonwealth Fidelity & Casualty, 
Royal Indemnity. For many years Mr. 
Merrill was cashier of the Queen. 





R. S. JONES WITH NEWARK. 

R. S. Jones, formerly an agent in Fish- 
kill-on-the Hudson, who has gone with 
the Newark Fire, may supervise the 
new automobile department which the 
company will establish if its charter 
is amended at a special meeting to be 
held on July 24. The amendment will 
permit the company to write the full 
coverage, collison, property damage, 
etc. At the meeting will also be sub- 


mitted a proposition to increase the 
capital stock of the company now 
$500,000, if thought desirable. 

Mr. Jones’ father has been a local 


agent in Fishkill for years and he con- 
tinues the agency. 
Former Fishkill 
vise Automobile 
company may open. 


Agent May Super- 
Department which 





Powers Catchup Loss. 

Several interesting questions have 
arisen over the Powers Co.’s catchup 
plant loss at Shrewsbury. The insur- 
ance is $114,000. One of the points at 
issue is that of ownership. 


SHEHAN DISAPPOINTED. 
Maryland Commissioner Discusses Fail- 
ure of State Legislature to Pass 
Agency Qualification Bill. 





In his annual report Insurance Com- 
nissioner Shehan, of Maryland, express- 
es disappointment over tae failure of 
the legislature to pass the Department’s 
Neasure to regulate the conduct of in- 
surance agents and the companies they 
ar2 licensed to represent. The proposed 
act followed the measure prepared by 
Coionel James R. Young, chairman of 
‘he National Convention of Insurance 
Commissioners. Continuing he said: 

“This sort of legislation has found 
Place among insurance laws of many 
of the States, whose example we could 
Well afford to have followed, notably 
New York, Massachusetts, Pennsyl- 
vania, North Carolina and many others. 
Under the present laws, cases of the 


ENTER NEW JERSEY 





Viehmann & Ross Are Appointed Gen- 
eral Agents for the Merchants 
of Denver 





The Merchants Fire Insurance Com- 
pany of Denver has entered New Jer- 
sey, and has appointed Viehmann & 
Ross, of New Brunswick, as its gen- 
eral agents. Mr. Viehman is president 
of the New Brunswick Fire Insurance 
Company. 

The Merchants of Denver was organ- 
ized in 1907, with $50,000 capital, suc- 
ceeding the Merchants Mutual Fire In- 
surance Compuay. In November, 1909 
the Mercantile Fire of Denver, under 
the same management, was merged 
with this company and its capital was 
increased to $200,000. 





GOLF AT DEAL. 

A golf match between the offices of 
Jos. M. Byrne & Co. and O’Gorman, 
Kirkpatrick & Young, of Newark, will 
be played today at the Deal Country 
Club. The Byrne golfers consist of 
Joseph M. Byrne, Joseph M. Byrne, Jr., 
just out of college; Earl E. Moody, and 
W. M. Naulty. Mr. Naulty has a new 
Pittsburgh stroke that is pretty good. 
The rival forces consists of Robert 
O’Gorman, Roger Young, Littleton 
Kirkpatrick and Charles Dodd. Mr. 
Dodd is the Newark manager of the 
Royal. 





IRON WORKER LOSSES 
The Boynton & Richardson Com- 
pany’s stove loss at Dover, N. J., has 
again called the attention of underwrit- 
ers to the high loss ratio on iron 
workers. 





CRUCIBLE STEEL LINE. 

The Jersey City and the Harrison 
plants of the Crucible Steel Company 
of America have been written by Jos. 
M. Byrne & Company. The entire line 
of the Crucible Steel Company of 
America is controlled by Charles C. 
Wager, of Pittsburgh. 





Calls on Newark Agents 
Jason E. Stone, of C. M. Logue & 
Bro., Pittsburgh, called upon Newark 
fire insurance agents this week. 





NO MID-SUMMER MEETING. 
The New Jersey local fire insurance 
agents’ association will not have a mid- 
summer meeting, but a mid-year meet- 
ing will be held in September, prob- 
ably in Atlantic City. 





Central Union in Jersey 

An erroneous report spread in New- 
ark that the Central Union of Kansas 
City had reinsured its New Jersey busi- 
ness arose from the reinsurance of the 
Pennsylvania business of the company 
by the North Branch. W. L. Pettibone 
& Co. are general agents in Northern 
New Jersey for the Central Union. 





E. J. Haynes, president of the New- 
ark Fire Insurance Company, has re- 
turned from a week spent at Spring 
Lake. 


most flagrant character have been 
brought to the attention of the Depart- 
ment, which is without means of either 
rrevention or correction. Applications 
for State licenses to act as agents or 
solicitors have been made for persons 
totally unfit to engage in this public 
business, and it is seriously contended 
that a person, however immoral or even 
criminal, has the right to receive a li- 
cense from the State through the In- 
surance Department to et.gage in this 
public business, and is enabled thereby 
to go forth displaying such authority as 
an inducement to the public to believe 
in his honesty and integrity. 
“Insurance has been held to be a 
public business and as such is subject 
to all proper regulations, and in view 
of the facility with which people are 
deceived in matters of insurance, the 
closest supervision should be exercised 
by the State, bearing in mind always, 
Luwever, that regulation should not be 
synonymous with oppression, 


| 
| 
| 
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TALK FIRE PREVENTION. 





Assertion Made That 90 Per Cent. of 
Pittsfield, Mass., Fires Were 
Avoidable. 





Spurred to activity by the recent 
Salem conflagration, the business inter- 
ests of Pittsfield, Mass., are giving seri- 
ous attention to the fire hazard of 
their city and are planning for its re- 
duction. 

At a recent dinner of the Board of 
Trade, attended by over a hundred mer- 
chants and other property-owners of the 
community Robert Wilkinson, an at- 
torney of the New York Central Rail- 
way, who has given attentive study to 
the fire hazard, spoke upon the latter 
subject. 

Mr. Wilkinson said that at least 75! 
per cent. of Pittsfield’s recent fires were | 
clearly avoidable. Carelessness caused | 
90 per cent. of the fires, a condition | 
which can be remedied by education. | 
Of Pittsfield’s 100 fires, “6 have been 
chimney fires, all avoidable; 18 were 
caused by careless use of matches, in- 
dicating individual carelessness; eight 
were from spontaneous combustion, | 
caused by careless disposai of greasy ' 
rags. Mr. Wilkinson said that the busi- 
ness section of Pittsfield is in excellent 
condition physically. Manufacturers 
and retail merchants should know the! 
danger points of their own plants and 
take measures to protect themselves 
from fire just as quickly as they take 
on fire insurance. 

Every merchant and manufacturer 
should read and profit by the literature 
of the fire marshals of various States. 
Not to do so is a fault. He should know 
whether insurance on his fellow-mer- 
chant’s stock is excessive or not, as 
such a condition forms «2 serious fire 
menace. The business m2n should work 
actively with public officials. Do the 
newspapers keep you really informed 
as to the interesting details of a fire— 
losses of individuals, insurance carried 
and adjustments made. Mr. Wilkinson 
asked. He recommended the block in- 
spection system, reinspection and com- | 
pulsion if necessary, and also a report 
to every merchant in the block as to; 
conditions in all stores thereof. Insur- 
ance companies will not modify rates 
when the insurance agent can say to| 
you, “The other man’s store is in bad | 
condition; if his place catches fire yours | 
will too.” 

Remove rubbish from cellars and| 
heep them clean, get all the informa- | 
tion you can from salesmen of fire ex-| 
tinguishers, for they can give you in- 
formation that you caainot get else- 
where. Appoint a general safety com- 
mittee to pound the safety idea into 
every citizen. Have sub-committees ap-| 
pointed for each department of civic | 
life to report to the general committee, | 
and then place such before the city 
board that handles such matters and de- | 
rand action. Concentrated work and} 
opinion will demand ‘hat action be | 
taken. Bring the suspected incendiary | 
before a jury and place your facts be- 
fore it; if you have facts that convince | 
you they will convince a jury. Make | 
the incendiary afraid to eiart a fire for 
fear that he will be convicted. 





The Leopold bills authorizing inter- 
insurance have been killed in the 
Louisiana legislature. 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 


Cash Capital ....... $1,000,000.00 
A ee 7,260,197.27 
Net Surplus ........ 2,596,266.99 
Surplus for Policy 


Holders ......... 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - $1,000,000.00 
Cash Assets - 4,743,233.00 
Cash Surplus to Policy 
Holders - . - 1,741,305.00 
The real strength of an insurance compapy is in 
the conservatism of its management, and the man- 


agement of THE HANOVER is an absolute aa- 
surance of the security of ite policy 

R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst. Sec'y 
JAMES W. HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 








“The Leading Fire Insurance Company of 
America” 





CASH CAPITAL 
WM. B. CLARK, President 
Vice-Presiden 


= $5,000,0%0.00 


ts 
HENRY E. REES A. N, WILLIAMS 
Secretary 
E. J. SLOAN 


Assistant Secretaries 
EK. 8, ALLEN GUY E. BEARDSLEY 
RALPH B. IVES 


W. F, WHITTELSEY, Marine Secretary 











16 


THE EASTERN UNDERWRITER July 16, 1914. 











SCHEDULES ALL PREPARED. 





Non-Association Companies Complete 
Figures and Will File Them With 
State Department. 





It is generally understood that the 
committee of five, selected at a meet- 
ing of non-association companies in this 
city several weeks ago, to prepare rat- 
ing schedules for filing with the New 
York Insurance Department, have com- 
pleted their work, the results of which 
will be submitted to the membership 
offices for final approval within a day 
or two. 

The dwelling schedule for Class A 
towns is understood to be almost a 
duplicate of that employed by the or- 
ganization companies. In Class B towns 
the regulation schedule is cut just 5 
cents, while for Class C towns the re- 
duction is 5 cents or more. 





RETURN COMMISSIONS. 





Receiver of American Union Fire De- 
termined to Take Drastic Action 
Against Agents. 

Receiver Donaldson, of the American 
Union Fire, of Philadelphia, holds 
former agents of the Company liable 
for the return of commissions collect- 
ed upon terminated policies, and will 
sue if necessary to enforce such re- 
covery. Mr. Donaldson is confident 
that he has ample warrant for his pro- 
cess of reasoning and cites precedents 

from Pennsylvania records. 

On the other hand the agents are 
vehemently protesting the proposed col- 
lection and have succeded in inducing 
the National Association of Local Fire 
Insurance Agents to conduct their 
fight, the matter being one of vital im- 
portance to all members of the organ- 
ization. 





NO CLAIMS FROM FRENCHMEN 


Tent Colonies Are Afraid That to Col- 
lect Insurance Means Their 
Eviction 
Companies says that many of their 
Salem policy holders who are French- 
men have not yet filed claims for loss. 
Upon inquiry it was discovered that 
these refugees had been housed in State 
furnished tents. One of the questions 
asked by the officials in charge of the 
tent colony is whether the applicant 
has had any insurance and whether it 
was collected. If the answer is in the 
affirmative the officials say that the ap- 
plicant having money should seek else- 

where for refuge. 


NO CHOICE YET. 





Eastern Union Still Looking for Suc- 
cessor to Howard De Mott in the 
Secretaryship. 





Thus far the executive committee 
of the Eastern Union, to whom the se- 
lection of a successor to Secretary 
Howard De Mott resigned, was dele- 
gated, has failed to agree upon a can- 
didate, and it is improbable that a 
choice will be made for some weeks. 
The position is one of first impor- 
tance, and the committee is proceeding 
with the utmost caution in its search 
for the right man. 





HOME’S SEMI-ANNUAL FIGURES. 

During the first six months of the 
present year the premium income of 
the Home was $7,741,099, while the loss- 
es and expenses for the period were 
$7,219,373. In the same period the un- 
earned reserve increased $840,938 creat- 
ing an underwriting loss of $319,212. 
The total assets on July 1 were, $34,- 
246,172, an increase over those of the 
preceding six months of $1,106,256. In 
the same period $218,652 was added to 
net surpius account, the latter now 
standing at $10,391,672. The Home 
continues to supply a fine example of 
successful underwriting and general 
business management. 





SAFETY AND ECONOMY. 





Automobiles Equipped With Pyrene 
Fire Extinguishers Secure Reduced 
Insurance Rates. 





Between the covers of a little pam- 
phlet to be had for the asking, is re- 
corded the knowledge and _ counsel 
which if followed may shield your city 
—may save your home—may protect 
your own life and may preserve the 
lives of those near and dear to you. 

Its title is “The Vital Five Minutes” 
printed and issued by the Pyrene Manu- 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








facturing Co., 1358 Broadway, New 
York. 

Anything that anticipates and dis- 
counts losses by preventive measures 
is worth having. The practice of carry- 
ing Pyrene Fire Extinguishers on motor 
cars is becoming more and more gen- 
eral because this extinguisher reduces 
automobile fire losses resulting from 
fires due to self ignition and the loss 
of the use of pleasure cars and the 
inconvenience attendant upon _ such 
accidents. 

The careful motorist will make the 


Florida Fire and Casualty Insurance Company 


Home Office, JACKSONVILLE, FLA. 

IE, 55:28 anuvcinnuhg cixskweadadmavanee $429,188.15 
ree 222,025.63 
SOLICITS 
Fire Reinsurance by Treaty or Otherwise 


Fire Risks on Legitimate Surplus Lines Only 
after licensed Companies have been exhausted. 


ENCOURAGE HOME COMPANIES 








Pyrene Extinguisher a standard part 
of his car’s equipment because Pyrene 
protects his life as well as his invest- 
ment. 


The up-to-date manufacturer pr, 
standardize Pyrene as part of the car’s 
equipment because it obtains for his 
customer a substantial reduction, viz., 
a saving of fifteen per cent. on his in-! 
surance premiums. 


The mere fact that all leading insur- 
ance companies allow a_ preferential 
rate for Pyrene-equipped cars shows 
there has been a new awakening in 
welfare work and that all forms of big 
business are now keen that the public 
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Responsible Agents wanted in Cities and Towns where Company is not now represented 





should know that the human and social 





values are no longer neglected. 





OPPOSITION DEFEATED. 





R. R. Tuttle Re-elected President of 
Commercial Fire, of Washington, 
by Large Majority. 





By a large majority vote Robert R. 
Tuttle was re-elected president of the 
Commercial Fire, of Washington, D. C., 





at the annual meeting of the Company 
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OF THE DISTRICT OF COLUMBIA 
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Address HOME OFFICE - - WASHINGTON, D. C. 








on Friday last. At the same time Bates 





Warren, a local banker, was chosen 
vice-president. 

Mr. Tuttle has been the directing 
figure in the Commercial office since 
the Company passed under the control 
of its present owners several years 
ago, and despite the opposition of a 
small minority faction has retained the 
confidence of the majority stockhold- 
ers. The Company will shortly reduce 
its capital to $240,000, adding the $200,- 
000 thus released to net surplus account. 
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LOSS ABOUT TEN PER CENT. 
Loss upon the Crocker plant of the 


Ss - é The experience of the mutual com- 
American Chemical Company at Buf- panies and of others making a specialty he) ERN 


falo, instead of being $100,000 as at of the insurance of farm and suburban 
first reported turns out to be but property, says the New Hampshire Fire 


slightly in excess of $17,000 or about Insurance poled ase tm chro ASSURANCE CO. 


ten per cent. of the insurance in- that the lightning rod, properly in- 
stalled, is an efficient aid in the pre- of Toronto, Canada 





volved. 

vention of losses of this class. The ’ 

’ 2 oe lightning rod fakir of forty years ago, FIRE and MARINE 

. The ate se Northwestern Terra unhampered by intelligence or con- UNITED STATES BRANCH 
Cotta Co., Chicago, on which $750,000 science, so disgusted the American January 1, 1914 
insurance was written under general farmer with the lightning rod and all CE RAs .- .$2,578,165.43 
form, is reported to be icss than 10 jt, disciples, that it required a genera- Surplus in U. S.... «++ 1,053, 
per cent. tion to restore our faith in this really W. R. BROCK, President 

valuable invention. W. B. MEIKLE, Vice-Pres. & Gen. Man. 


MASS, LEGISLATURE ADJOURNS. 
The Massachusetts legislature has 


. , Fire caused a loss of $16%,000 in the) ~ Te A 
adjourned, leaving the Louisiana leg- plant of the Merrill-Soule Powdered KEEP POSTED By Reading 
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islature in sole possession of the State Milk Company, Little Valley, N. Y. Au 
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field. The Massachusetts legislature employe filled a lamp with gasoline, | 
made provision for better fire preven- instead of kerosene, an explosion fol- 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, Wworkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YORK 











Western Department: Pacific Department: 

39 SO. LaSALLE STREET 332 PINE STREET 

Chicago, Ill. San Francisco, Cali 
BONDS IN SURROGATE COURTS. 





Radical Cahnges in ‘New York Prac- 
tice Scheduled For 


September 1. 





Under the law operative September 
lst numerous changes in the practice 
of New York surrogate courts with re- 
spect to surety bonds will occur. In 
future administrators and guardians for 
example, will be required to furnish 
bonds only to the extent of the pro- 
perty placed in their charge: at present 
double the amount is called for. The 
new law grants wide latitude to the 
courts in fixing bond requirements, and 
each case under review will doubtless 
be considered wholly upon its partic- 
ular merits. Whether the changes de- 
termined upon will prove such as to 
call for a revision of existing manual 
rates remains to be seen. 





$200,000 CONTRACT BOARD. 


Four surety companies joined in 
writing the $200,000 bond required of 
the Cranford Company, successful bid- 
ders for constructing Section 1 of Route 
12, New York City subway. The bond 
will likely run three years, and will 
pay an annual premium of $10,000. The 
companies assuming the liability for 
the contracting corporation are: the 
American Surety, $75,000; Fidelity and 
Deposit, $50,000, Globe Indemnity, $50,- 
000, and the National Surety $25,000. 





An administrator’s bond for $400,000 
the premium upon which amounted to 
$825, was issued by the American sure- 
ty Company a day or two ago to S. 
Waldo E. Rice, of Ocean Grove, N. J. 
and others. 





SERVICE BUREAU. 


The Service Bureau of the Detroit 
Conference now has forty-six members. 
During the past six months the bureau 
has given many opinions on legal mat- 
lers and says that its existence is justi- 
fled. The bureau in addition to watch- 
ing new bills in the legislature is back- 
ing uniform agency qualification bills. 





SAME RATE AS MEN. 

The Cleveland Life is now accepting 
business and professional women at the 
same rate as male risks, and this con- 
cession has caused a considerable in- 
(Tease in business. 


Casualty and Surety News : 








REVOKE AGENT'S LICENSE 


CHARGED WITH TWISTING IN OHIO 








Federal Casualty Company Alleged 
That Its Columbus Agent Trans- 
ferred Policies to Competitor 





The revocation of the license of I. 
T. Underwood, an insurance agent of 
Columbus, Ohio, charged with trans- 
ferring business from one company to 
another, has caused considerable inter- 
est among mid-Western casualty men 
in view of the bearing it has on the 
much discussed question of twisting 
policies. As to the exact circumstances 
of the case there exists a difference of 
statement between representatives of 
the Federal Casualty Company, of De- 
troit, and the Casualty Company, of 
America, the two companies involved. 

Underwood was working as a sub- 
agent in Louisville in May, 1913, when 
he was sent to take charge of the 
Columbus agency of the Federal Cas- 
ualty Company. He remained at the 
head of this division for about a year. 
Sometime in May the Federal received 
a tip that Underwood was not making 
any real effort to collect its premiums, 
but was permitting the business to be- 
come “technically lapsed,” and that 
later he transferred business to the 
Casualty Company of America, repre- 
sented by N. B. Thorpe as Ohio State 
Agent. A representative of the Federal 
Casualty Company was then sent to 
Columbus to investigate. The Federal 
alleged that Underwood claimed to be 
representing the two companies, but 
in reality had his office with Thorpe, 
although the Federal offices are in the 
Hayden Building. ‘The Federal’s re- 
presentative complained to the State 
Department, and a hearing was had in 
June, at which policy holders and oth- 
ers were examined. In the meantime, 
Underwood resigned from the Federal. 

In its current issue the “Federal Re- 
cord” makes some sharp comments on 
the whole transaction. 

Statement By Mr. Thorpe 

The Casualty Company of America 

declares that it is opposed to twisting, 


and that it was deceived by Under- 
wood. In discussing the case N. B. 
Thorpe of the Casualty Company of 


America says: 

“On my return to Columbus one day 
Underwood came into this office pre- 
sumably looking for me, and told me 
at some length of his ability in hand- 
ling commercial lines, such as bonds, 
automobile, etc. Inasmuch as I was 
particularly looking for a man of this 
kind I allowed him to talk to me about 


such a proposition. He was at that 
time connected with the Federal 
Casualty Company of Detroit. I told 


him distinctly that if he would hand in 
his resignation, make his final report 
to the company and come to this office 
with clean hands we would be pleased 
to have him. 

“He came in later and began work. 
He was to operate on a commission 
basis. When he started I was away 
from the office, and believing him ' 
be an experienced insurance man, per- 
mitted him to conduct his own business 
giving no attention to it. 

“Later my attention was called to 
his conduct by the insurance depart- 
ment, and his applications were given 
a close scutiny. I immediately returned 
to the Federal Casualty Company 
the business that had been transferred 
from them and advised Underwood that 
it would be necessary for him to make 
a change, which he did.” 





MASS. MOTOR ACCIDENTS. 


Motor accidents in Massachusetts, 
according to Highway Commission re- 
ports, are steadily decreasing in the 
Bay State, and the aid of automobilists 
is asked to insure still greater safety 
for pedestrians. 
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FIDELITY and DEPOSIT COMPANY 


OF MARYLAND 
Assets over . . 


The Strongest Surety and Casualty Company 
in the World 


An “F, & D.” Guarantee is the Greatest Pledge 
of Service and Security 


$11,000,000 





Home Office: 








BALTIMORE 











BLANKET BURGLARY POLICIES 





Companies Not to Renew Contracts 
With State Banking Associa- 
tions on the Old Basis. 





In discussing blanket forms, 
used by members of the Burglary In- 
surance Underwriters’ the 
New York Insurance Department says: 


policy 
Association 


“Among other policy forms adopted 
by the burglary insurance companies, 
the A. B. A. (American Bankers’ Asso- 
ciation) policy may be referred to. Un- 
der this policy the company under- 
takes to indemnify the assured for all 
less of money and negotiable securi- 
ties feloniously abstracted during day 
or night from the safes of the insured, 
whether the safes were opened by the 
use of tools or, under 
threat of personal violence, by an em- 
ploye of the insured. The policy also 
covers all loss by robbery, commonly 
known as “hold-up” either within the 
banking enclosures or while the money 
or securities are being transferred be- 
tween stipulated premises. Some com- 
such associations are insured in blank- 
ing associations whereby all banks in 
such associations are insured in balnk- 
et by one company. It has been agreed 
by such companies not to renew these 
contracts when they expire, such con- 
tracts having been the cause of a num- 
ber of rate wars in the past.” 


or explosives, 





SIGN ACCEPTANCES. 

Some cof the better informed brokers 
are making a epecia’ drive to secure 
immediately from cl'enis to whom they 
have delivered workmen’s compensa- 
tion policies the signed acceptances 
prescribed by the law, says the Journal 
of Commerce. They realize that such 
action is imperative, in order to avoid 
jeopardizing their clients’ interests by 
involving them in difficulties with the 
Workmen's Ccmrpensation Commission 
aud possibly subjecting their custom 
ers to penalties as a result of the brok 
ers’ negiect in properly informing them 
of the urgency of having the signed 
acceptances promytly in the hands of 
the Commission. The Commission, it 
is understood, is disposed to be leni- 
ent in cases where the policies, be- 
cause of lack of time, have been de- 
layed, but there being no excuse for 
the filing of the signed application im- 
mediately after the issuance of 
policy the Commission is very unlikely 
to accord any extension. 


WANT JERSEY ASSOCIATION 
General Agents of the Casualty Com- 
panies Say They Have Much 
to Discuss 





A movement for some sort of an or- 
ganization at which the general agents 
of the casualty companies in New Jersey 
can discuss questions of common inter- 
est is under way. In some states the 
casualty men are members of the state 
association of fire insurance agents. 
In New Jersey none of the general 
agents belong to the Fire Underwriters 
Association of New Jersey. Many of 
the State associations are dropping the 
word fire so that their association can 
properly embrace casualty men as well. 


This was done by the National asso- 
ciation also. 
The New Jersey agents feel some- 


what cut off from each other by reason 
of having no organization. There are 
numerous fire associations in the state, 
including the Fire Insurance Society 
of Newark, the Hudson County Board of 
Fire Underwriters, the Bergen County 
Association of Local Agents and the 
Trenton association. 

In New York State the casualty men 
have their own organization. 





ACCIDENTS IN CANNERIES. 

Accidents in canning manufacturies 
and practical suggestions as to how 
they may be reduced, forms the sub- 
ject of a special bulletin just issued by 
the National Canners Research Labora- 
tory at Washington. The work was 
prepared by Dr. A. W. Bitting who has 
given the subject extended and most 
careful study. 


FLYWHEEL ACCIDENT. 


A five-ton fly-wheel burst in a New 
York cooperage factory, in West 
Ninety-first street, crashed through 


the kitchen of a tenement and plunged 
down an airshaft. Part of the co-op- 
erage factory was wrecked. 





the | 


WANTED 


Position as Superintendent 
of department of Casualty 
Company by experienced 
man having good _ record, 
capable of handling Compen- 
sation problems. Address, 


Superintendent 


Careox The Eastern Underwriter 
105 William Street, New York City 
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GROWTH OF ACCIDENTS 


FIGURES. 





TRAVELERS GIVES 





How Automobile Accidente Are in- 
creasing—Home is Anything But 
A Safe Place. 





The accident experience of the Trav- 
elers for 20 years, 1890 to 1910, shows 
there were 140 cases of disabling injur- 
ies to every accidental death, but the 
amount of benefits paid for accidental 
death, dismemberment, and loss of 


sight, constituted 46 per cent. of the 
tetal benefits paid (exclusive surgical 
benefits). The experience of all acci- 
dent companies shows that one policy- 
holder in eight or nine annually re- 
ceives indemnity for accident, says the 
Travelers Record. Industrial accidents 
of the most serious nature are being 


held in check by scientific methods of 
prevention, but the accidents to which 
all people are exposed where means 
of prevention are impcssible because 
the hazard is individual, are contin- 
ually increasing. Column 1 of the fol- 
lowing interesting chart shows the 
causes of accidents to which all men 
are exposed without regard to their 
employment for which the Travelers 
paid benefits under its accident policies 
in 1913, and column 2 the percentage 
of benefits paid for each cause to the 
total amount of benefits shown, which 
is a fair measure of the severity of 
the accidents under each cause: 

Per Cent.of Per Cent. of 


No. of Claims Amounts Pd. 
a eee 23.0 16.9 
Pedestrians ...... 18.9 13.8 
NE oo bat waka 17.9 15.3 
Automobiles ...... 15.5 21.8 
EE, adeansceanals 11.4 19.5 
Miscellaneous oo 7.7 
Horse and vehicle . 5.6 3.5 
Bicycles, motorcycles2.3 1.5 
While all these causes are contrib- 
uting an increasing number of acci- 
dents, some have increased faster 
than others. Five years ago automo- 
bile accidents contributed a smaller 


percentage both in number and amount 
than miscellaneous accidents, to-day 
they contribute 15.5 per cent. of the 
total number of accidents, while their 
serious nature is demonstrated by the 
contribution of 21.8 per cent. to the 
total benefits paid. 

Travel accidents continue to lead in 
the seriousness of their results, their 
11.4 per cent. of the total number con- 
tributing 19.5 per cent. of the total 
benefits. 

Accidents at home and to pedestrians 
maintain practically the same relative 
position; steamship accidents, which 
are attended as a rule with great loss 
of life, may be almost absent as a con- 
tributing cause during one year and 
figure prominently the next. The two 
greatest marine disasters, the Titanic 
and the Empress of Ireland, with a 
total of 2,700 dead, have occurred with- 
in the last two years. 

Accidents at home, where. people are 
’ generally supposed to be safest, con- 
tributed nearly one-quarter of the total 
number of injuries and approximately 
about 17 per cent. of the total amount 
paid in benefits. The hazard of city 
streets is brought forcibly to mind by 
the record of 15,000 people killed and 
injured by accidents in Chicago streets 
in the 1913 Annual Report of the city 
attorney. 

When you consider that the number 
of people accidentally killed in the 
United States last year was greater 
than the number killed on both sides 
in fifteen principal battles of the Civil 
War, while the number of people in- 
jured each year is greater threefold 
than the total number of troops en- 
listed in the Combined Union and Con- 
federate armies for the four years of 
the Civil War, you get a comparative 
idea of accident fatalities. 


“FAXON WEEK” 





Company Offers Fifteen Gold Watches 
to Be Given to Leading Producers 
Also Cash Bonus. 





This is Walter C. Faxon Week with 
the representatives of the Aetna. On 
July 18 is the birthday of the vice- 
president of the Aetna. In honor of the 
event agents are writing an unusually 
volume of business which tribute is 
their birthday gift to the popular vice- 
president. 

A number of prizes are to be given 
agents writing a large amount of bus- 
iness. The prizes are as follows: 

A gold watch to each of the five larg- 
est producers in towns of more than 
100,000 population. The same prize to 
the five largest producers in towns of 
more than 25,000 and the same to the 
five largest producers in towns under 
25,000. 

In addition to these fifteen prizes, 
the company will give to each individ- 
ual agent who produces $5 or more new 
business one aluminum lead pencil 
for each $5 of new accident or health 
premiums. 





NEW YORK COMPENSATION LAW. 





Federation of Labor to Discuss 
New Measure at Annual 
Meeting. 


State 





When the New York State Federa- 
tion of Labor holds its fifty-first an- 
nual convention in Schenectady, on 
August 25th, the main topic slated for 
consideration jis the workmen’s com- 
pensation law in this State, which be- 
came operative on July 1. 





CITIES NEED NOT INSURE. 

In keeping with a decision rendered 
by Attorney General Carmody, cities and 
towns throughout the State of New York 
will not be required to insure their em- 
ployes under the new workmen’s com- 
pensation law, unless they are engaged 
in conducting some hazardous business. 
If a city or town corporation is con- 
ducting some plant or works for pe- 
cuniary gain, the opinion holds that 
they must insure their employes under 
the compensation law. 

THEFTS IN JEWELRY STORES. 

A prominent jewelry dealer of Balti- 
more is reputed to have lost close to 
$50,000 through thefts by a dishonest 
employe, during the past fifteen months. 
So far as can be learned the risk is 
not insured in home companies, and if 
covered at all is probably carried by 
the Londén Lloyds. The latter con- 
conern issue a broad cover to jewelers, 
and at rates which the American com- 
panies would not dream of accepting. 





AETNA CHANGES. 

Hugh Robinson, formerly of Newark 
and before that in Atlanta, is now a 
special representative of the Aetna at 
its New York office, 100 William Street. 

J. Herbert Reid has been oppointed 
manager of the personal accident and 
health department of the Aetna for 
New Jersey. He was formerly man- 
ager of the New Jersey branch in Jer- 
sey City. 





Renewal Commissions 

Under a ruling from Washington, re- 
newal commissions enjoyed by insur- 
ance agent should have been included 
in the income tax returns. Those fail- 
ing to figure on the item will have at- 
tention from the local reevenue collec- 
tors. 





Time Limit Passed. 

July 19th was the time limit allowed 
employers of New York to secure in- 
demnity upon their employes as _ re- 
quired by the new workmen’s compen- 
sation law. Those failing to observe 
the statute will be penalized for their 
neglect, and in the event of any of 


their employes suffering injury, will be 
robbed of the usual legal defenses. 


WITH AETNA. 


PAY .05 RATE 





Status of Clerks of Factories Who 
Work in Office Buildings Defined 
by Commission 





Inquiries have been made of the 
Workmen’s Compensation Bureau of 
the State Insurance Department as to 
rating for clerical office force employed 
by a manufacturer whose office force 
is located in an office building at a 
different location than that at which 
the plant is operated. The committee 
rules that such office force is properly 
classified at the compensation rate of 
five cents for clerical office employes. 





WANTS COMPENSATION. 
Whether a common-law wife of a 


man killed during employment and | 


whether dependents of a person mur- 
dered at his place of work, but for 
personal revenge, may receive com- 
pensation from the State fund, are 
questions before the Ohio State In- 
dustrial Commission. 


The common-law wife of Charles 
Gloyd, former lineman for the Colum- | 


bus Railway and Light Company, who 
was electrocuted a month ago, has 
entered application for a death award 
for herself and four-mmonths-old child. 
A paralyzed mother also seeks com- 
pensation for the death of Gloyd. 


iS 
WANT $25,000 DAMAGES. 

Two automobile damage suits for 
$25,000 each are being tried in Phila- 
delphia. Suits were filed in the Com- 
mon Pleas Court. W. W. Stone, Jr,, 
— Elizabeth Minister are the Plain- 
tiffs. 





Whether or not the city of New 

is liable under the employers’ liability 
act to Thomas McGovern of 415 South 
Tenth street for compensation for the 
death of his son, Patrolman John J 
McGovern, who was murdered by Sal- 
vatore Loponio while in the perform- 
ance of his duty on the night of Oc- 
tcker 13, 1912, is a question that will 
be raised by the filing of a petition 
in the father’s behalf. 








The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


LIABILITY, STEAM BOILER, ACCIDEN1, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 
SAMUEL APPLETON, United States Manage 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 


___ACENTS WANTED __ 





Collision), Physicians’, Druggists’, Owners’ and 
Steam-Boiler Insurance; Fly-Wheel Insurance. 


The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
Annual Statement, December 31, 1913 


ee ey 


CR PRR 
Surplus over all Liabilities... .. 
Losses paid to December 31, 1913 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 
Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary, Larceny, 
and Theft Insurance; Plate Glass Insurance; Liability Insurance—Employers’, Public, Teams 
(Personal Injury and Property Damage), Automobile (Personal Injury, Property Damage and 


$11,063,356.70 
8,055, 163.65 
1,000,000.00 
2,008, 193.05 
44,841,703.50 


lords’, Elevator, Workmen’s Compensation— 








Prudential Sasualty Sn. 


HOME OFFICE 
INDIANAPOLIS 





| Strictly a Casualty Company | 





LINES WRITTEN 
AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 


EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 
WORKMEN’S COLLECTIVE - - - - WORKMEN’S COMPENSATION 
GENERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 
AND INDUSTRIAL ACCIDENT AND HEALTH - - - - BURGLARY 


PLATE GLASS 








WHAT YOU DESIRE IS COMING TO YOU 





GET NEXT! 





No ‘“‘ifs’’ ‘‘ands”’ or ‘‘ buts’’ the 


GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 
DESIRE AND WHAT YOU CAN SELL 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 
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Much has been written 


What Mental about the relation of 
insistence psychology to _ insur- 
Will Do ance. The subject is 


well-presented to 
agents by the Standard Accident In- 
surance Company in its Bulletin: 

Selling insurance involves the 
matching of two minds—the mind 
of the agent and the mind of the 
prospect. The mind which is the 
more strongly fixed on what the 
final outcome is going to be will 
rule. A man can be made to do 

a thing just as surely with the 

thought as with the hand; it is 

merely a question of putting 
enough strength into the thought 
or into the hand. The advantage 
is always with the agent because 
he has the opportunity to make 
his preparation }cforehand. He 
may find it necessary to state many 
reasons why the prospect should 
buy the policy but he must re- 
member that his main purpose is 
to complete a piece of business. 
Regardless of what enters into the 
discussion he must keep insisting 
within his mind that the man must 
sign the application—and do it 
now. The prospect may offer many 
objections or even refuse, but the 
agent will have to meet these ac- 
cording to his wisdom and ability 
—and he will need all he may hap- 
pen to possess—and throughout it 
all he must mentally insist, “You 
may state your objections; it won’t 
matter. I’m here to get your ap- 
plication and I’m going to do it.” 

While talking quietly or earnestly, 

offering suggestions, throwing in an 

occasional pleasantry to relieve the 
tension, the agent will constantly 
apply all his strength to the 
thought that the prospect should 
and will sign the application then 
and there. 

The faculty of mental insistency 

is one that can be cultivated. It 
pays the insurance agent to start 
out the day, to tackle each and 
every prospect solicited, with his 
mind fully made up that he is go- 
ing to get the business—regardless 
of obstacles. 

* - = 
An unique follow-up let- 
ter campaign to get busi- 

Burglary ness is being waged by 

Campaign the burglary insurance 

department of Morrison 
& Blew, general agents of the Massa- 
chusetts Bonding and Insurance Com- 
pany in Chicago. Three letters sent to 
prospects follow: 

First Letter. 

I would like to provide you with a 
watchman to guard against the loss of 
money usually kept in your safe caused 
by the pernicious yegg burglar, who 
seems to be attacking people in your 
business with remarkable frequency. 

My watchman will work for a salary 
of less than a cent and a half a day, 
and he says that if he fails to prevent 
the burglar from taking your money he 
himself will make good the loss. 

Not only that, but he will buy you a 
hew safe if they blow yours to smither- 
eens, and he will fix up your desk, your 
doors and your windows or other fur- 
niture, fixtures, or parts of building 
that they injure. 

He backs his offer with millions of 
dollars as a guarantee of good faith, 
and hopes you will give him a chance 
to show himself worthy of a position 
with you. Though not of human kind 
he is a regular citizen, having been 
created by the state of Massachusetts 
and his name is “Massachusetts Bond- 
ing and Insurance Company.” His 
credentials are enclosed herewith. Will 
you give him a chance? 

MORRISON & BLEW, General Agents. 
Second Letter. 

I wrote you the other day trying to 

get the job of guarding the money in 


Unique 


Special Talks With Local Agents 








your safe, but you didn’t reply. By 
Jinks! I’m after that job, because I 
know if you once give me a trial you'll 
never employ any other kind of a 
watchman. Just think of what I agree} 
to do: 

1. I guarantee to give you back a 
like sum of money if the burglars get 
yours while I’m on the job. 

2. If they don’t get your money but 
bust up things generally, as burglars 
are wont to do, I'll make good the 
damage, even if I have to buy you a 
new safe or a new desk. 

3. Besides all that, I’m going to try 
and catch them and put ‘em away ina 
place where they won’t be able to bother 
you or any one else for awhile. 

Just think! I will be watching your 
safe 24 hours in the day, 365 days in 
the year, and will never ask for a holi- 
day or a minute off, on account of 
sickness in the family or a ball game. 


Above all, I am no ordinary watch- 
man, because I have assets in the mil- 
lions, which should serve as a guaran- 
tee of good faith on my part—and I 
do all this for less than a cent and a 
half a day. 


MASSACHUSETTS BONDING AND IN-| 
SURANCE COMPANY. 


Third Letter. 


Since I first struck you for the job) 
oi protecting the money in your safe 
I’ve taken on a hundred and sixty-two 
other like jobs, but for some reason or| 
other I don’t seem to be able to get on| 
your payroll. Is it possible that you 
can get any one else who will do so| 
much for such small compensation—a | 
cent and a half a day? When you put) 
me on your payroll you get a pretty) 
inexpensive servant for five dollars a) 
year,.and at the same time you defi-| 
nitely and precisely fix your expense | 
in that direction. 
your money in the safe, turn the handle | 
and set the combination I immediately | 
and automatically go to work—you | 
don’t have to wait for me to report or 
get anxious about my not showing — 
I'm there all the time! 

Did it ever occur to you that even “I 
you haven’t left any money in your! 
safe, the burglar thinks you have, and 
proceeds as if he were going to make 
a rich haul, with the result that you 
have to buy a new safe and other! 
things? Why not let me buy the safe | 
for you? 

Five Hundred Dollars Insurance for| 
one year costs but Five Dollars. 
MASSACHUSETTS BONDING & IN- 
SURANCE Co. 





= . o 

The American Casualty 
Company believes that 
many accident men pay 
too much attention to 
making up lists of 
“prospects.” It phi'osophizes about 
the word prospect. A man is not a 
prospect until some one has had a talk 
with him. 

“Instead of wading through the tele- 
phone book or the city directory for 
hours at a time, jot down the names 
of a dozen or two and make a personal 
call upon each one, is the Company’s 
suggestion to agents. Continuing it 
says: 

“As you go along you can eliminate 
those whom you are convinced are 
hopeless. Some that you call upon you 
will succeed in writing, and you will 
have left the names of two or three, 
or mayhap a half-dozen, who have been 
sufficiently interested in your argu- 
ments to encourage you to call again. 
At the close of the day’s work make 
a card memorandum of each of these 
men. Use a separate card for each 
man, Enter the date of the talk, his 
name and address; note briefly what 
he said and the date you are to call 


Making 
Up Lists 
of Prospects 


The minute you put | 





again, with your own impressions as 


Georgia Casualty Company 
MACON, GEORGIA 


W. E. SMALL President 


A STRONG CASUALTY COMPANY Sensias and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 











to the likelihood of selling him; set 
each card in its place according to 
date, and each of the men represented 
by these cards you may truly term a 
‘prospect.’ 

“You can buy a dated card system in 
a box for a dollar, and in a little while 
you will have quite a list of prospects 
that will yield you a very satisfactory 
amount of business if you will follow 
them up. As you write up your pros- 
pects and eliminate those that are im- 
possible, keep up your list by the same 
methods that you formed it and you 
will always have on hand an ample 
amount of material from which to se- 
cure business in paying quantities.” 


GEORGE J. KUEBLER 
Attorney - at - Law 
EXPERT LEGAL COUNSEL ON 
INSURAN€E MATTERS 
Briefs of the Law in any State 
on Matters of 
INSURANCE 
a Specialty 
--i- References on Applicagion <s:- 


Suite 720-29 So. LaSalle St. ,Chicago, tl! 








1 ELEPHONES: Randolph 6816 and 63817) 





CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 











GENERAL ACCIDENT 
FIRE and LIFE 


Assurance Corporation, Limited 


55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 


ACCIDENT—HEALTH—LIABILITY 


earner Teams—Burglary—Workmen’s 
Compensation—Etc., Etc. $s $s 


c. NORIE-MILLER, United States Manager 
Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


PERSONAL ACCIDENT POLICI ES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D. WHITNEY, Vice-Pres. 8, WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec, 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 





CHICAGO Resident Manager 
55S JOHN STREET 
F. W. “LAWSON New York 
General Manager = 
Liability, Accident, oom bes aay Co. 
Burglary, Boilerand “&< Seshiven on 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLS*D 
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For Agencies Address 


The Columbian National Life Insurance Company | | 


BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 











is the foundation upon which to erect a successtul business. |}; 
Brief, liberal, clearly expressed policies, with guaranteed |} 
|low cost, are serviceable alike to policy holders and agents. |} 
Specimens of Life, Accident or Health policies cheer- | | 


| fully furnished. 





| 











NOs 
\ 


| THE PROGRESS 


> San 5 ) THE FRANKLIN LIFE 
“ze” INSURANCE COMPANY 


Is Steady Sure Solid 


GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 


——. 
— 











SS 


Pan-American Life Insurance Company 


New Orleans, Louisiana 


C. H. ELLIS, President 





Total Insurance in force December 31st, 1913............. $13,280,105 
Total Resources December 31st, 1913.........e00% 2,230,532 





We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Building 
, New Orleans, Louisiana 





—————J 





PURELY: MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 

Northwestern Policies are easiest to sell and stay longest in force. 

Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 














| It Will Pay You to Investigate 
Income Insurance Before Selecting Your Company Large ‘‘ Dividends ”’ 
° Write to 
Corporation Insurance H. F. NORRIS Low Cost 
Partnership Insurance Superintendent of Agencies Service Policy 
Milwaukee, Wisconsin 




















Nord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


STATEMENT JANUARY I, 1914 
PN  kkvcccteseuwencestntecesenesses $1,439,299.53 
RRIIES  oi.ncin cdo res ccgecessncescesesees 579,631.12 
| errr rere rT mT errr reer Terr rt 859,768.41 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEWHWAN, United States Manager 


Agents Wanted in Principal Cities and Towns 



















Philadelphia Life 


Insurance Company 








State AGENTS General 
WANTED 








FOR If You Mean oe 
Business 
. If You Can Do . 
Georgia Reshnnes Baltimore 
Write to Me - 


JACKSON MALONEY 


Manager of Agencies 


N. E. Cor. Broad and Sansom Streets 


Philadelphia, Pa. 


NE ae ae ea coe 
SR Se eee een ee 


(Eastern Underwriter)... . 
EE eae ee a ee ee re 


EES IE TS ara a gee ane ee ee ee ee ee 








There is Always Room at the Top 























Come with us 
and it won’t be 
so hard to get 
on. 








Live ones win 
among 


IZZERS 


Write to 
J. L. BABLER 


Gen’l Manager Agencies. 


International Life 


ST. LOUIS 
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